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Catskill Sojourn 
OfN. Y. Convention 


Douglass President, Muth 
V-P; Company Executives 
| Optimistic About Future 
By KENNETH 0. FORCE 


KIAMESHA LAKE, N.Y.—The pull 
of a Catskill resort hotel featuring 
lenty of food and bang-bang activities 
¢ the sports, health club and night 
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life variety, attracted a record at- 
tendance to the annual convention 
here of New York State Assn. of 





Raymond A. Muth 


Robert B. Douglass 





nsurance Agents. Almost 1,500, many 
f them from Long Island and other 
nownstate areas, attended for the 
argest crowd in the association’s long 
istory. 

Three top company executives— 
N. C. Flanagin, president of Lumber- 
ens Mutual Casualty; John F. Harris, 
vice-president of Travelers, and Ro- 
bert A. Rennie, vice-president in 
harge of research of Nationwide 
Mutual group—see plenty of problems 
ehead in the 1960s. However, they 
expressed optimism about the business 
and opportunities for those who are 
making a career out of it. Mr. Harris 
and Mr. Rennie particularly empha- 
sized the economy and opportunity for 
professional service in one agent ad- 
‘ising the personal lines clients on all 
is insurance needs. 

Dr. Edwin S. Overman, assistant 
dean of American Institute, said in his 
alk that the 1960s appear to be un- 
Sually promising for the property- 
asualty producer in the personal 
lines. Concentration by the agent in 
he new field of family finance will 
require more selling. The agent will 
(CONTINUED ON PAGE 29) 
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Modify Subpoenas 
In Aviation Case 


Associated Aviation Underwriters 
has filed a new motion in U. S. south- 
ern district court in New York City to 
“quash, modify and limit” the scope 
of Department of Justice subpoenas 
calling for records to be used in a 
grand jury investigation into possible 
anti-trust violations. Prior motions by 
Associated and Aviation Insurance 
Rating Bureau to dismiss the sub- 
poenas were denied by Federal Judge 
Cashin. The rating bureau has not 
joined in the new motion, but will 
await action on Associated’s move on 
which no decision is likely for some 
weeks. 

The new motion seeks among other 
things to permit Associated to supply 
samples in lieu of contracts, policies, 
endorsements and relevant memoran- 
da which contain confidential infor- 
mation and from which Associated’s 
competitors could compute Associated’s 
revenues, costs of doing business, pro- 
fits or losses. 

Associated also seeks to exclude all 
books, records, documents or other 
writings, other than those relating to: 

1. Any portion which is not regul- 
ated either by state laws governing 
rates and rate making, or by other 
state laws, such as restraint of trade. 

2. Use of reinsurance as a device to 
coerce domestic or foreign underwrit- 
ers to increase rates or change the 
policy terms or conditions of aviation 
insurance written directly in the do- 
mestic market. Associated included 
point 2 only as a direct quotation from 
the government subpoenas. 

Associated also seeks to avoid un- 
necessary duplication of all records or 
documents presently in possession of 
the Department of Justice and to ex- 
clude all records prior to Jan. 1, 1954. 


Bid For Universal 
Could Be Stymied 


The possibility that control of Uni- 
versal will be gained by Shepard 
Broad, president of Carolina Casualty, 
has become remote owing to the loyalty 
of the stockholders to the present man- 
agement, according to S. Curtis Bird, 
president of Universal, in an interview 
with THE NATIONAL UNDERWRITER. 

Mr. Bird said that about 45,000 
shares, or 60% of the 75,000 shares 
outstanding, are in the management 
camp. 

Mr. Broad is offering to buy only 
28% of the stock. Presumably, an ad- 
ditional amount of stock, committed 
to Mr. Broad, would then give Carolina 
Casualty control of the company. 

A key stockholder of Universal is 
William T. Golden, chairman of Natus 
Corp., an investment company listed 
on the New York Stock Exchange. Mr. 
Golden has had a substantial minority 
holding in Universal for some years. 

In an interview with this newspaper, 
Mr. Golden said he had no special 

(CONTINUED ON PAGE 29) 


Top Attendance For New Motion Would Parental Control 


Of Teens’ Driving 
Held Essential 


The basic importance of parental 
control of the teenager driver is the 
most outstanding feature of a just com- 
pleted survey by Allstate to determine 
the automobile’s influence on teenage 
behavior. 

Allstate conducted the study in co- 
operation with selected high schools 
throughout the United States and Can- 
ada. The study, which indicates, among 
other things, that amount of car usage 
has a direct relationship to academic 
standing, was released at a press con- 
ference this week in Chicago. 

Complete details of the findings will 
be run in a subsequent issue of THE 
NATIONAL UNDERWRITER. 


D.C Bank Aquires 
Working Control Of 
Financial General 


Working control of Financial Gen- 
eral has been acquired by the Inter- 
national Bank, Washington, D. C., ac- 
cording to the bank’s annual report. 
George Olmsted is president of both 
organizations. 

Financial General group includes 16 
banks, five insurance companies, and 
other financial, industrial, and real es- 
tate interests. 

International Bank’s domestic oper- 
ations also include the Officers Fi- 
nance Plan, a merchant banking service 
and three wholly-owned subsidiaries: 
International of Washington, a west- 
ern hemisphere trading company; 
Aeon International Corp., an export- 
import company; and First Insurance 
Finance Co., an automobile insur- 
ance premium financing company. 

The bank has foreign operations in 
Switzerland, Liberia, the Dominican 
Republic and South America, and is 
planing expansion in Luxembourg and 
the Caribbean area. 





Alabama Agents’ Annual 
Reported On Page 19 











NAIIA Plans To 
Add Extensively To 
Education Program 


Benjamin Horton Outlines 
Plans; L. B. Hazzard 
Elected New President 


National Assn. of Independent In- 
surance Adjusters concluded its an- 
nual convention at Colorado Springs 
by giving enthusiastic endorsement to 
plans to broaden the _  association’s 
educational program while making it 
available to any insurance adjuster 
desiring it. 


Officers Are Listed 


The new NAIIA president, L. B. 
Hazzard, New York, will have the task 
of implementing the newly approved 
program which will be in addition to 
the “Adjuster’s Reference Guide;” the 
office procedure manual; the question 
and answer facility, and the regional 
basic training seminars. Elected to 
serve with Mr. Hazzard were H. B. 
Wellborn, Hattiesburg, Mijiss., first 
vice-president; Alfred F. Stager, Buf- 
falo, eastern regional vice-president; 
Louis M. Lehnhard, Miami, southeast- 
ern regional vice-president; Frank L. 
Hunter, Phoenix, western regional 
vice-president; Clarence W. Walls, 
Portland, northwest regional vice- 
president; and Edwin W. Lindsey, 
Tyler, Tex., reelected secretary- 
treasurer. Other regional vice-presi- 
dents whose terms will not expire un- 
til next year are: R. M. Ryan, Chicago, 
central; Louis R. Light, Little Rock, 
southwest; H. L. Eddy, Wichita, Mis- 
souri Valley, and M. A. Jordon, Denver, 
Rocky Mountain. 

Several outstanding insurance per- 
sonages appeared on the program, in- 
cluding B. P. L. Carden, general ad- 
juster, National Board; J. T. Blalock, 
vice-president, Pacific Indemnity; Ed- 
ward Gallagher, vice-president and 
general counsel American States; 
Lloyd Palmer, regional director In- 
surance Information Institute; Albert 
H. Wood, executive director Western 

(CONTINUED ON PAGE 34) 





Officers of National Assn. of Independent Insurance Adjusters, from left—R. 
M. Ryan, Chicago; L. R. Light, Little Rock; Edwin W. Lindsey, Tyler, Tex.; Al- 
bert F. Stager, Buffalo; H. B. Wellborn, Hattiesburg, Miss.; C. W. Walls, Port- 


land, Ore.; L. B. Hazzard, New York; 


Louis Lehnhard, Miami; Ben Horton, 


Louisville; H. L. Eddy, Wichita, and M. A. Jordan, Denver. 
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U.S. Insurers Begin To Compete 
For Unusual Risks Via Facultative 


How to handle the problem risk was 
discussed by Brice Frey Jr., head of 
the facultative di- 
vision of General 
Re, at the meeting 
in Chicago of Na- 
tional Independent 
Statistical Service. 
These risks—jum- 
bo, hazardous, or 
simply unusual— 
he called “Friday’s 
children” because 
they have a 





strange habit of 2 
showing up late Brice A. F j 
Friday afternoon stienniapieten 


when the underwriter’s resistance “is 
lower than a plate glass pure loss 
ratio.” 

Today, he said, the business of in- 


Big Crowd For N.Y. 
Mutual Agents Meet 


SYRACUSE—More than 800 mem- 
bers and guests attended the annual 
meeting here of 
Mutual Agents 
Assn. of New York 
State. Roland A. 
Augustine of 
Kingston was 
elected president 
and George P. 
Tobler of Smith- 
town executive 
vice-president. J. 
Lewis DuMond of 
Cobleskill, secre- 
tary, and Norris 
H. Dann of Endi- 
cott, treasurer, were reelected. Roder- 
ick L. Geer, executive secretary, was 
renamed to that post. 

Compulsory auto insurance general- 
ly is successful and doing the job for 
which it was intended, William S. 
Hults, commissioner of motor vehicles, 
told mutual agents. For example, in 
1959 the bureau issued 3,503 revoca- 
tions of licenses for not having insur- 
ance, a very small percentage in view 
of the 5.2 million registered vehicles. 

One law change, effective Oct. 1, 
extends from 10 to 20 days the validity 
of the temporary registration issued 
by a dealer to the purchaser of a new 
vehicle. This, he said, will allow insur- 
ers an additional period in which to 
process the new insurance certificate 
without inconveniencing the client. 


Warns Of Illegality 


He warned that the bureau is going 
to catch up with motorists who are 
purchasing plates from neighboring 
states, presumably to avoid the com- 
pulsory auto law. This illegal opera- 
tion by New York residents has given 
trouble for some time. 

Mr. Hults said one plan for the fu- 
ture is to coordinate the expiration of 
registrations with insurance, which 
would eliminate the tremendous job 
of interchanging information and con- 
stant checking of financial security 
files. 

Improvement in the procedures for 
licensing automobile drivers is an area 
in which it is hoped much can be done 
that will reduce traffic accidents, Dr. 
James L. Malfetti, executive officer 
safety research and education project 

(CONTINUED ON PAGE 31) 








R. A. Augustine 


suring the normal risks of the indivi- 
dual, the home, commerce and indus- 
try is an _ ever-improving science 
whereby insurance companies can use 
very credible past experience to pre- 
dict the lowest possible cost at which 
such risks may be insured and, with 
the aid of the stock market, still pro- 
duce a profit. 

It is even possible to measure in- 
tangibles, compute trend factors and 
predict the ultimate cost of incurred 
but unreported losses. Risks are geo- 
graphically located, catalogued, classi- 
fied and the premium comes out of a 
book. The remaining margin for error 
can be further reduced by making 
losses adjust premium through experi- 
ence rating formulae or retrospective 
premium adjustment. 

But with the risk presented for 
facultative reinsurance, almost the 
exact oppostie is true. Often there is 
little credible experience to work from, 
no solution to be found in a book, and, 
as an added peculiarity, the answer is 
almost invariably needed yesterday. 


Deviation Is More Noticeable 


Though it would seem so, it is not 
true that as underwriting becomes a 
more precise science there should be 
fewer risks that insurance companies 
find difficult to handle. “The more 
accurately we identify the average risk 
of a given class,” Mr. Frey pointed out, 
“the more noticeable any deviation 
from normalcy will become. We divide 


insurance by line and subdivide it by 
class; we invent involved and precise 
rating procedures; we create system 
upon system to handle the business we 
write; we push towards automation in 
a competitive battle with the expense 
element in our product. Then we try 
to make certain that the underwriter 
cannot refute the actuary and the 
computer. We search for uniformity 
through rating organizations. To top it 
all, we have managed to maneuver our 
business into a position where 52 dif- 
ferent political subdivisions of the 
nation are supposed to protect the 
public from us, protect us from the 
public and protect each of us from one 
another.” 

The result has been security and 
stability of which American insurers 

(CONTINUED ON PAGE 24) 


NFPA Reports On 
Large Loss Fires 


Major fire losses in 1959 cost over 
$356 million worth of buildings, in- 
dustrial installations, transportation 
equipment, forests and other property 
in 410 large loss fires in the U. S. and 
Canada, according to National Fire 
Protection Assn. The previous high, in 
1957, was exceeded by more than $5.6 
million. 

Fires destroying $1 million or more 
occurred 73 times in 1959. NFPA 

(CONTINUED ON PAGE 20) 
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Rate Deterioration 
Is Mutuals’ Big 
Problem: Kemper 


Mutual Alliance Annual 
At Chicago Draws 200; 
‘Mr. Mutual Agent’ Analyze 


The most important problem facing 
mutual companies is the rate deterio. 
ration they are experiencing, H. ¢ 
Kemper, chairman of Lumbermen: 
Mutual Casualty, told the America, 
Mutual Insurance Alliance at its ap, 
nual meeting last week in Chicagy 

The alliance and its affiliated group; 
met in a Chicago which was exper. 
iencing its annual rainy season by 
this in no way drowned out thd 
enthusiasm and spirit common to they: 
meetings. Among the many subject 
discussed were the current rate situa. 
tion, competitive rate pressures in th: 
package policy field, impact of chang 
on the mutual agent, and the federd 
tax status of mutual insurance. 


Knowlton Named President 


Nelson M. Knowlton, president ¢ 
Holyoke Mutual Fire, was _ electei) 
president, succeeding H. G. Kempe 
chairman Lumbermens Mutual Ca: 
ualty. Hubert W. Yount, executiy 
vice-president Liberty Mutual, becam: 
vice-president. 

Associations affiliated with AMI! 
elected as follows: Federation of Mu: 
tual Fire Insurance Companies- 
James D. Fletcher, president North: 
western Mutual, president, and Be 
C. Vine, executive vice-president Mil- 
lers Mutual of Illinois, vice-president 
National Assn. of Automotive Mutua 
Insurance Companies—Joseph P 
Craugh, president Utica Mutual, pres 
ident, and Mr. Fletcher, vice-presi- 
dent; and National Assn. of Mutua 
Casualty Companies—H. J. Lowry. 
president Michigan Mutual Liability. 
(CONTINUED ON PAGE 21) 












New president of American Mutu! 
Insurance Alliance—Nelson M. Know! 
ton, president of Holyoke Mutu? 
Fire, who was elected at the organiz 
tion’s annual convention last week i! 
Chicago. 
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Year after year, this demonstrated confidence in New York Life’s 


products has meant increased commissions for brokers— 

and it can for you, too! There’s a plan for every prospect, and 
your selling efforts are supported by New York Life’s 
continuous advertising program. New York Life also provides 
the services of salaried brokerage specialists, located 


in major markets, whose full-time job is working with you. 
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Life Insurance +- Group Insurance + Annuities + Accident & Sickness Insurance * Pension Plans 





XUM 





4 


HeNATIONAL U 


EDP Computer No End In Itself, 


Accountants, Statisticians Told 


By R. R. CUSCADEN 


The electronic data processing com- 
puter is not an end in itself. It is not 
a plaything to be obtained because it 
can do a “nice” job. It is not some- 
thing to be obtained because the plan- 
ning staff wants to get into the EDP 
field. The computer must fit the gen- 


eral purpose of the corporation as a 
profit generating institution. 

These were the opinions of Carl O. 
Orkild, manager 705 programing and 
research department of Continental 
Casualty, as he addressed the annual 
conference of Insurance Accounting & 
Statistical Assn. early this week in 
Chicago. 
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Although, understandably, the great- 
er number of sessions were devoted to 
technical analysis of new equipment 
and procedures designed to provide 
faster and more accurate accounting 
and statistical methods, a number of 
sessions were along more general 
lines. Among these latter were such 
topics as the impact of federal and 
state legislation, what the employer 
expects from the company when ac- 
quiring a group program, whether 
computers can be justified, and com- 
munication problems between man- 
agement and the men in EDP. 


Giant Machines More So 


The giant machines—which _ get 
more so every year—were much in 
evidence. The association had a “Hall 
of Machines” set up in which no few- 
er than nine different companies 
had their latest electronic brains buz- 
zing and clicking away, much to the 
obvious enjoyment of the some 1,800 
in attendance. Incidentally, the turn- 
out—a record—prompted a good deal 
of corridor discussion as to whether it 
might not be best to split the annual 
convention into two separate meet- 
ings—one for fire and casualty men 
and the other for the life field. 

Lowell S. Rinehart, Nationwide Mu- 
tual, succeeded Charles Andrew, Jef- 
ferson Standard Life, as president, 
and the following were named vice- 
presidents: W. R. Morgan, Equitable 
Society (program); Jack N. Schrei- 
hofer, Transport Indemnity (confer- 
ence), and Thomas Mott, Republic 
National Life (finance). 


Justifying The Machine 


Mr. Orkild said that when a com- 
pany president asks, “What are you 
doing with this computer thing?” he 
is asking, in effect, if the expendi- 
tures are justified for what the com- 
pany is getting in return. But the 
question is primarily one of who is 
justifying to whom. The _ individual 
charged with the responsibility for 
planning and controlling the com- 
puter operation is charged also with an 
even more important responsibility— 
of justifying the computer to himself. 

It is not reasonable to expect man- 
agement to sift and weigh the raw 
evidence and from this pass on the 
justification of the computer. A men- 
tal confusion exists in this field which 
confuses the matter of computer jus- 
tification with management control, 
Mr. Orkild stated. 


Machines And Profits 


The question of computer operation 
must be tied to the underwriting prof- 
it picture as part of the expense 
which has to come out of premium in- 
come. There is a real danger of iso- 
lating computer costs as separate, in- 
cidental happenings if evaluations are 
made by such things as number of ac- 
counts, policies, etc. In the final analy- 
sis, the important point is the ability 
of the company to perform as a prof- 
it generating institution, he said. 

The insurance industry has gotten 
along for many years without com- 
puters. It can reasonably be as- 
sumed that business was processed to 
at least the begrudging approval of 
the policyholder. Consequently, Mr. 
Orkild said, if money is to be spent 
on computer operations, one of two 
things must happen: The expenditure 
must displace some other expense, or 
the expenditure must add something 
of value so the policyholder is willing 
to have this extra amount tacked on 
to his premium. 

Mr. Orkild said there was one more 

(CONTINUED ON PAGE 1%) 
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Eugene Gallagher 
Named Manager 
Of Chicago Board 


Eugene F. Gallagher is resigning his 
post as fire and marine manager of 
Standard Accident 
at Chicago to be. 
come the new 
manager of Chi- 
cago Board of Un- 
derwriters as of 
July 1. He sue. 
ceeds W. W. Krom, 
who announced 
his resignation last 
week, effective in 
July. 

A popular and 
well known figure, 
Mr. Gallagher has 
been in Chicago with Standard for 10 
years. He spent five years in the home 
office as manager of special services 
and was one of three officials appointed 
to start a companion fire company, 
Planet, which wrote its first policy in 
1945. 


Began In Ohio 


He began in the business with Ohio 
Inspection Bureau at Columbus, fol- 
lowing his graduation in civil engi- 
neering from Ohio State University. 

Mr. Gallagher is not new to associa- 
tion activities. He is chairman of In- 
tersectional Committee, a country-wide 
organization for coordinating fire in- 
spection practices, has served on Na- 
tional Fire Protection Assn. committees 
and on the Insurance Council of Amer- 
ican Management Assn. 

He authored the Report Manual for 
Intersectional Committee, which has 
been the authoritative guide for pre- 
paration of underwriting reports, and 
prepared a report for National Board 
of Fire Underwriters dealing with the 
problems of floods in fire underwriting. 





Eugene Gallagher 


Four Slated For Views 
At Anti-Trust Hearing 


At its hearings in Washington, 
D. C., May 24-27, the Senate anti- 
trust and monopoly subcommittee will 
hear testimony on the surplus and 
unauthorized market from Irwin 
Mesher, arbitrator of Surplus Line 
Assn. of the State of Washington. He 
is also secretary of Washington Assn. 
of Insurance Agents and of Board of 
Marine Underwriters of Seattle. 

Commissioner Howell of New Jersey, 
Commissioner McConnell of California, 
and Barclay Shaw, secretary and coun- 
sel of National Assn. of Insurance 
Brokers, are also slated to appear. 


oor, 
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Okla. Agents Told 
They Need Not Fear 
60s; Burk Elected 


By JAMES C. O’CONNOR 


Oklahoma Assn. of Insurance Agents 
held its annual meeting in Tulsa last 
week with an encouraging registration 
of 585 and a program which stressed 
the position of the agent in today’s 
competitive picture. While no speaker 
minimized the seriousness of current 
problems, there was an over-all note 
of optimism and confidence that the 
present steps to meet direct writer 
competition will bring the intelligent, 
industrious independent agent through 
the 1960s in good shape. 

E. M. Burk, Enid, long a wheelhorse 
in the association, moved into the 
presidency, succeeding J. M. Rein- 
miller, Hobart. The combination of 
Mr. Reinmiller’s presiding, the back- 
stage work of Carroll Swickey, execu- 
tive secretary, and the hospitality of 
Tulsa Insurance Board, of which R. D. 
Teubner is president, made the con- 
vention an excellent one and drew 
unanimous approval. Company head- 
quarters flourished and it was noted 
on several occasions that this was the 
first Oklahoma agents meeting since 
repeal of the state prohibition law. In 
fact, repeal was voted last spring, on 
the day that the Oklahoma association 
held its annual meeting in Oklahoma 
City—an abbreviated session, because 
it occurred during the Midwest Terri- 
torial Conference of National Assn. of 
Insurance Agents. 


“Oscar” Awarded 


A particularly pleasant feature was 
the awarding of the Iota Nu Sigma 
“Oscar” to D. R. McKown, Oklahoma 
City, past president of the association 
and past member of the-NAIA execu- 
tive committee. The presentation was 
made by Jack Dickey, president of that 
insurance fraternity at Oklahoma State 
University, and H. H. Freeman, pro- 
fessor of insurance there, also spoke 
briefly. The Tulsa board won the 
president’s cup for all around per- 
formance. Fire safety awards went to 
the Enid, Ardmore, Stillwater and 
Tulsa boards and to H. V. Yerby, 
Poteau. 

At the rural agents breakfast, with 
Carl McKinnon, Guymon, presiding, 
the Oklahoma agents agreed upon an 
overall legislative program, including 
strengthening agents’ licensing laws, 
improvement of traffic laws, curtail- 
ment of insurance operations by or 
through mercantile organizations, more 
sufficient appropriations for the insur- 
ance board and the commissioner’s of- 
fice and opposition to monopolistic 
state insurance funds of all types, 
compulsory automobile insurance, 
comparative negligence laws and un- 
reasonable broadenings of the work- 
men’s compensation law. Participants 
at this session were Sen. Edward Ber- 


rong, Weatherford, Rep. Jack Skaggs, 
Oklahoma City, and H. S. Pinkerton, 
Tulsa, state national director. 

At another session, Mr. Pinkerton 
reported on the NAIA midyear meet- 
ing at Cincinnati, particularly on the 
advertising program, which the Okla- 
homa agents approved, and the study 
of acquisition costs. He said the sur- 
veys indicate that the big differential 
in automobile insurance between inde- 
pendent insurers and member com- 
panies of National Bureau of Casualty 
Underwriters is in the average claim 
cost per automobile, the independents’ 
average being about 76% of that of 
bureau companies, while there is only 
about a 1% expense difference. 

Prof. C. M. Elliott of University of 
Nebraska was decidedly optimistic 
about the future of the independent 
agent. He said that automobile insur- 
ance is the only form which has been 
sold on a mass market basis and he 
does not agree with those who think 
insurers operating along those lines 
will be equally successful with home- 
owners and other lines. He said these 
contracts are too complicated to be 
sold over the counter—insured must be 
seen personally and given the kind of 
service an independent agent gives to 
effect them. He predicted more and 
more insurance packages, particularly 
on commercial lines, and urged agents 
associations to promote the intelligent 
development of them. Mr. Elliott’s oc- 
casional digs at eastern home offices 
delighted his audience. He said there 
is a particularly important need for a 
good farm package, the present farm- 
ers comprehensive personal liability 
policy having been designed by some- 
one who knew of nothing but New 
York dairy farms. 

H. G. Evans, president American 
Casualty, the Saturday luncheon 
speaker, pointed to more pitfalls and 
present sore spots than did Mr. Elliott, 
but he expressed no less confidence in 
the agency system. He said a reduction 
in expense is mandatory and urged the 
cooperation of all parties to this effect. 
He repeated his well known opposition 
to merit rating for private passenger 
automobile insurance. 

Porter Ellis, Dallas, vice-president 
NAIA, said independent organized 
agents have moved to the point where 
many people are looking over their 
shoulders—their companies, their non- 
agency competitors and the federal 
government. Agents and their com- 
panies now are making, instead of 
meeting, competition and the future is 
bright for the agent who will accept 
his responsibilities and adapt to chang- 
ing conditions. He said he was per- 
sonally very happy over the recent 
approval of the NAIA advertising 
program. 

There was much interest in a forum 
on agency problems. G. M. Fuller, 
Oklahoma City, counsel of the associa- 
tion, discussed partnership and cor- 
porate agency setups. His remarks 
were particularly in point, because 
only recently was the Oklahoma law 
amended to permit these organizations 
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to be licensed as agents. Mr. Fuller 
said each organization has its place, 
but agents should not rush into a 
partnership or corporation just because 
it is now allowed. He reviewed some 
typical situations and their solutions. 

Mr. Teubner discussed agency pur- 
chases, giving the case histories of 
five purchases which his agency has 
made. John Goodwin, Oklahoma City, 
discussed consolidation, particularly 
one in which his agency was recently 
involved. He said the demands of the 


times make consolidations inevitable— 
while “bigness” has unfavorable con- 
notations, it is essential in the insur- 
ance business for economy of opera- 
tion and standing with companies. He 
urged proceeding slowly, taking a long 
time to work out every possible detail, 
but said no agent has anything to fear 
from a consolidation if he sees that 
questions are settled in advance. 
Other speakers were Max G. Genet 
Jr., Oklahoma director of commerce, 
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A Tailored Program 






For the past two years, agents have found Acco’s EXCLUSIVE 
classification and rating plan for outboard motors, boats, boat 
trailers and appurtenant equipment to be one of the most intelligent 
and effective programs to be found anywhere in the insurance 


Our 1960 rates represent changes which are virtually all toward the 
liberal side. Even the minimum premium has been changed to avoid 
the complication of a separate minimum for trailers. This is an ex- 
tremely useful program for the agent who is interested in develop- 
ing the better class of outboard boating insurance risks. If you'd like 
to have a copy of the 1960 outboard rate chart, a request on the 
coupon will bring it to you promptly. 
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American Casualty Company, Reading, Pa. 
Please send a copy of your 1960 Outboard Rate Chart. 
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Strongly Competitive Insurer Offers 
Shareholder Best Investment And Agent 
Best Market, Smith Tells Conn. Group 


Under the stimulus of increasing 
competition, the insurance business is 
developing a dynamic new approach to 
the mass market, Philo Smith, senior 
insurance stock specialist of Dominick 
& Dominick, New York, told Southern 
Connecticut Assn. of A&H Under- 


writers at its luncheon meeting in 
New Haven. Fred L. A. Brinkmeyer 
of Home Indemnity, head of the assoc- 
iation, presided. 

For investors and agents alike, Mr. 
Smith believes, this development holds 
great promise for the future. 


Several weeks ago Mr. Smith re- 
ceived at home a piece of direct mail 
advertising from the Hale agency in 
Norwalk, Conn. Like other homeown- 
ers, he has received frequently in the 
past promotional material from life 
insurers, but never before from a fire- 
casualty facility. The mailing offered 
a new automobile insurance plan at 
savings up to 35% per year. 


Examples Of Market Effort 


This message from the Hale agency 
is an example of the insurance indus- 
try’s increasing merchandising efforts, 





THEY'RE GETTING THE ANSWERS— 


On How to be Better Insurance Men... 
More Valuable to Their Clients and to Themselves 


These young insurance agents from 19 states are engaged in an intensive 
six weeks’ study period, covering all branches of fire and casualty business, at 
America Fore Loyalty Group’s School for Agents at its home office in New York. 


This school is characteristic of the way America Fore Loyalty Group 
looks at this complicated business of insurance. The individual homeowner, the 
manufacturer, the merchant and everyone else who owns property need the 
services of a professional insurance agent or broker. The agent can attain 
professional status only by constant study and practice. We think the best 
foundation for such study is a rugged course in insurance fundamentals such 
as we teach in our School for Agents. 


In like manner, it is important that every America Fore Loyalty Group person 
who deals in any way with the customers of our agents should be well 
informed and well trained. That is why we also conduct schools for fieldmen, 
underwriters, claims adjusters, payroll auditors, inspectors and many others 
on whom our agents must depend to service their customers. 


The America Fore Loyalty Group man is an expert in his field. 
We invite you to take full advantage of the facilities he offers you. 


THE CONTINENTAL INSURANCE COMPANY - 


FIDELITY-PHENIX INSURANCE COMPANY ~» 


America fore 


Loyalty Group 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 


NIAGARA FIRE INSURANCE COMPANY + THE FIDELITY AND CASUALTY COMPANY OF NEW YORK « NATIONAL-BEN FRANKLIN INSURANCE COMPANY 


COMMERCIAL INSURANCE COMPANY OF NEWARK 


THE YORKSHIRE INSURANCE COMPANY OF N.Y. « 


« MILWAUKEE INSURANCE COMPANY « 


ROYAL GENERAL INSURANCE COMPANY OF CANADA 
SEABOARD FIRE & MARINE INSURANCE COMPANY 
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Mr. Smith observed. In the past, the 
business did very little sales promotion, 
But today any copy of a national pub. 
lication such as the Saturday Evening 
Post or Life Magazine will contain fy} 
page ads by companies like Connecti. 
cut General, Metropolitan Life, Mutua] 
of Omaha, Nationwide Mutual ang 
Lincoln National. Travelers recently 
sponsored ‘the program which showed 
Arnold Palmer’s dramatic finish in the 
Masters golf tournament, and next fal] 
State Farm Mutual is sponsoring Jack 
Benny’s coast-to-coast TV show. He 
displayed a copy of a Continental post- 
er in brilliant gold and crimson colors 
advertising automobile insurance at 
cut-rate prices. This is a marked 
change for a company whose ads used 
to state merely the names of the 
directors or the number of dollars of 
assets which the company had been 
fortunate enough to accumulate. 
Aetna Casualty’s advertising ex. 
penditures from 1958 to 1959 increased 
52%. Prudential in 1959 spent $8,350,- 
000 for advertising, an amount larger 
than the total premium income of 
many smaller companies. 
advertising expenditures by the lead- 
ing companies are designed to help 


them improve their penetration of the | 


mass market for the personal lines of 
insurance. Increased advertising will 
therefore exert considerable pressure 
on the marginal insurers. 


Up To 35% Saving 


The message from the Hale Agency 
quotes a potential price discount of up 
to 35%. It is interesting to note that 
this reduction is in part made possible 
by the use of direct billing. Bills for 
North America’s Champion policy are 
prepared on an IBM 705 machine at 
the company’s headquarters in Phila- 
delphia. The savings produced by the 
procedure are helping the company’s 
agents compete effectively with direct 
writers. So far, 65% of the premiums 
for this insurance represent new pol- 
icyholders. 

Fireman’s Fund also processes bills 
for its low cost automobile policy, the 
Economy Plus plan, on an IBM 705 
at its headquarters in San Francisco. 
Nearly two out of every four policies 
written under this plan have come 
from mutuals, reciprocals, direct writ- 
ers, and independent companies. Home 
started four years ago to plan for the 
use of electronic office machines. As a 

(CONTINUED ON PAGE 15) 
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Coordination 


We have coordinated the 
life, fire and casualty oper- 
ations of many multiple line 
companies and eased internal 
conflicts. If you have similar 
problems we will gladly dis- 
cuss them with you. No obli- 


gation, of course. 
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1932. He was successively manager of 
the underwriting department, assistant Senate To Look At HIF 
secretary and secretary. He was named 

vice-president in 1953, and executive 


h « 
vice-president and a director in 1956. Unaut orized Marke 


He is vice-president and a director of WASHINGTON—Donald  P. Mp On 
Eastern Adjustment Bureau. Hugh, counsel to the Senate anti. WA: 

Mr. Ludwig has been a director of tryst and monopoly subcommittee, j]  slative 
the company since 1931. He became tentatively planning to resume th| the he 


executive vice-president in 1953 and hearings on insurance the w urged 
president in 1954. He is president of May ~ wene Rep. | 


Merritt Lumber Yards, Reading, Pa. 


Ford Is President 
Of Pa. Lumbermens 


Pennsylvania Lumbermens Mutual 
has advanced John J. Ford from execu- 
tive vice-president to president to 
succeed Fred H. Ludwig who becomes 
chairman. 

Roy W. Baker, vice-president claims, 
was named to the additional post of 





When it does resume its investiga.| respec 





secretary, formerly held by Mr. Ford, John J. Ford Fred H. Ludwig Mr. Baker, with the company 39 tion of the insurance business, the] means 
and John J. Henry, who continues as assistant secretary. years, became assistant treasurer in cybcommittee will explore the Oper.J nance 
resident vice-president, was elected Mr. Ford joined the company in 1944, asistant vice-president in 1952, ation of foreign insurers in the Us} genet 
ie : . and vice-president in 1953. He is a past ang the functioning of the surplus and Assn. 
chairman of Insurance Accounting & ynauthorized market, with — special Bec: 

Statistical Assn. emphasis on what happened in the} lines 

Mr. Henry joined the company’s Inland Empire debacle. legisle 


general business department in 1937 Sen. O’Mahoney’s announcemen} deter! 
and was special agent in eastern ter- jast week that he will not seek re. exten’ 
ritories for nine years, beginning in election indicates to insurer and Wash. field, 
1946. He became resident vice-presi- ington observers that the investigation} entire 
dent in 1957. of insurance by the senate anti-trug| ‘eePe 

— and monopoly subcommittee may not} 8!Ve" 








° continue much beyond the end of the The 

Stuyvesant Entering ith Commane. | out th 

: . . Sen. O’Mahoney, chairman of the) i™85 ‘ 

Crop Hail Field Via subcommittee, was considered they ave 

Eastman & Co. power behind the insurance probe. No se 

higgins ; , gh other subcommittee member, except — 

As its first step into direct writing possibly Sen. Carroll of Colorado stanti 

of hail insurance, Stuyvesant has ap- would be sufficiently interested pp ands 

ay ; pointed Eastman & Co., Staunton, Va., assume leadership of the investigation The 
= general agent for hail insurance on informed sources believe. all tl 


growing crops in Virginia, Georgia, 





, Sen. O’Mahoney stated that he coulif eith 
North and South Carolina, Kentucky not conduct an election campaign with} #ve 


and Tennessee. Eastman & Co. has cufricient vigor because he has not{| V&> 


LOSS PREVENTION (2 2cSSshSsekt Soc akenig | oo 
suranc usl- which h ff ; are 
E ness since 1937. Richard W. Eastman at St SNS SOEs POO tion « 





is president. Ther 


Will Participate Nationwide L. S. Bush Elected ee 


an IMPORTANT part of Stuyvesant will participate in crop- President Of NFPA these 


hail insurance on a nationwide basis Loren S. Bush, chief engineer off 8°55 
a ’ 


under the management of Eastman pacific Fire Ratin coulc 
- g Bureau, was named 
OFFSHORE Ol L RT oat eT en oe di tae ant president of National Fire Protectin] 1? , 


hail pool will be on a direct basis from the < 


y Assn. at its annual meeting in Mont- — 
general agents plus reinsurance of yea], He succeeds Henry G. Thomas i 
both general agents and companies. retired chief of the Hartford, Conn.) ™! 


Wallace J. Burt of Financial Rein- fire department. } peop 


surance Agency, Ormond Beach, Fla., Other officers named are J. Sham) °™ 

INSURANCE AGENTS and brokers know has been appointed reinsurance broker Queener, manager of the safety and fir =. 
* > ° all. ; ivici 

the importance of experienced handling in ae protection division, E. I. Du Pont def oor 


Nemours Co., 1st vice-president, War- ing 


ren J. Baker, manager of the technical ies 
New Insurer At St. Paul department North America, second} ‘5°! 


arranging proper coverage, and how much 
proper servicing of losses can mean to the 





; i National Family has been organ- vice-president, and Hovey T. Free-| Pres! 
insured. In most cases they will recommend ined ot Bt. Paul. The compeny a man, president of Manufacturers Mu-| 8" 
placing the insurance on offshore oil drilling specialize initially in automobile, fol- tual Fire, secretary-treasurer. the | 
and production equipment with a special- lowing National Bureau and NAUA _ T. Seddon Duke, president Star — 
ized market such as Southern Marine which rules, forms and endorsements, but at Sprinkler Corp. of Philadelphia, was bein 
‘ ; coy : independent rates. The company has Yrenamed chaiman. 
is located in the hub of the oil industry in $100,000 capital and $100,000 surplus. — — 
the Western Hemisphere. There are 100,000 shares of $1 par a. . El 
stock outstanding, which was sold at Five Executives P romoted M 
Important too is Southern Marine’s unique $2. The company has amended articles C 
Loss Prevention Service. It is geared to work om ne tind cporty = it to sell By Northwestern Mutual Si 
; : : an additiona F shares. Five Northwestern Mutual execu-} elec’ 
with the insured in preventing loss in an Later on, National Family, which is tives were named in recent promc-}| & C 
effort to (1) reduce future insurance costs, headed by Leonard A. Wolf, will ex- tions; Frank J. Calkins Jr. and Howard) und 
and (2) prevent equipment down-time. Even pand into fire and allied lines. D. Heath, vice-presidents, were elected}, Arte 
with full reimbursement for loss or damage, National Family will write through directors and to the executive com-| pres 
equipment dewn-time for repairs knocks out the agency system, selling continous mittee; O. Jacobsen, secretary, ané M 
ectiienie: Meeiietilienn athe ute wien Manis tien) auto policies on a six-month or an- Geoffrey Christian, vice-presiden! 193¢ 





nual basis renewed by certificate and were named to the executive com-) brol 
billed direct, with expirations belong- mittee, and J. M. Battle was electei] Co. 
insured. ing to the agent. senior vice-president. witl 


vention Service how well it works for the 
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HIA Urges Further 
Study Before Action 
On Aged A&S Plans 


WASHINGTON, D.C.—Further legi- 
slative study of proposals to finance 
the health care costs of the aged was 
urged in a statement sent today to 
Rep. Mills and Sen. Byrd, chairmen 
respectively of the House ways and 
means committee and the Senate fi- 
nance committee, by Robert R. Neal, 
general manager of Health Insurance 
Assn. 

Because of the sharply different 
lines of approach taken by various 
legislative proposals in attempting to 
determine what, if any, should be the 
extent of federal responsibility in this 
field, the HIA statement said, the 
entire subject requires broader and 
deeper study than it has thus far been 
given. 

The association’s statement pointed 
out that there have been public hear- 
ings on only one of the plans which 
have been suggested for congressional 
consideration, and this proposal, the 
Forand Bill, was rejected by a sub- 
stantial majority in the House ways 
and means committee. 

The HIA statement said “As regards 
all the other plans before congress, 
neither the facts nor public opinion 
have been adequately explored. More- 
over, the whole issue has been exposed 
to intensified political pressures which 
are always brought to bear on legisla- 
tion of this type in a presidential year. 
There is obvious danger that hasty 
enactment of a costly new national 
health care plan at this time and under 
these circumstances would create a 
grossly inefficient mechanism which 
could drain the economic resources of 
the American people without aiding 
the aged who have the real need. 

“Based on their experience in ad- 
ministering health insurance plans for 
people of all ages, and realizing the 
complexity of providing coverage for 
older people, member companies of 
HIA are hopeful that congress will 
exercise due deliberation in consider- 
ing the proposals before it. The as- 
sociation believes that in view of the 
presently existing and constantly ex- 
panding voluntary health coverage of 
the aged, there is no need for a new 
federal program, other than possible 
increases in existing benefits already 
being provided through state and 
federal assistance programs.” 


Elect Jackson V-P In 
Marine Of C. V. Starr 


Sidney J. Jackson Jr. has _ been 
elected vice-president of C. V. Starr 
& Co. He will head marine insurance 
underwriting activities, succeeding 
Artemis W. Joukowsky, senior vice- 
president, retired. 

Mr. Jackson entered insurance in 
1936 with Leslie & Godwin, Lloyd’s 
brokers. He joined Wm. H. McGee & 
Co. as assistant secretary and went 
with American International Under- 
writers in 1948. He became chief un- 
derwriter of AIU at Hongkong and 
also was director of affiliated com- 
panies in southeast Asia. In 1952 he 
was elected vice-president of AIU 
Overseas at Bermuda. He returned to 
Hongkong as regional vice-president 
in 1955. 


Rupprecht To Teach At UCLA 

C. F. Rupprecht, head of the Bea- 
man agency of Los Angeles, will in- 
struct CPCU classes at UCLA begin- 
ning in the fall. Mr. Rupprecht, a 
prominent CPCU, has played an im- 
portant role in training aspirants for 


that designation for many years. 

His “Insurance Principles and Prac- 
tices, Parts I and II” review ques- 
tions and answers, have long been 
popular as aids in preparation for the 
examinations for these two parts. 
Part I, completely revised and based 
on the current topical outline of the 
American Institute, was released by 
the National Underwriter Co. several 
weeks ago. 

Mr. Rupprecht held executive posi- 
tions with North America and Amer- 
ican of New Jersey. Later, before en- 
tering the agency business in Califor- 


W. CLEMENT STONE, PRESIDENT 








We Stole The Headline 
For This Ad 


e In fact, it’s the heading for Chapter VI, of 
the amazing new book entitled, ‘‘ Success 
Through A Positive Mental Attitude,” co-authored 
by Napoleon Hill of “Think And Grow Rich” 
fame and W. Clement Stone. It’s just off the 
Prentice-Hall presses and probably already in 
your nearby bookstore. By all means, get it ! 


COMBINED 


GROUP OF COMPANIES 


Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 


nia, he conducted educational pro- 
grams for the Iowa Assn. of Insurance 
Agents. His CPCU review material 
is an outgrowth of his work with 
CPCU study groups at Drake Uni- 
versity. 


George W. Lacy, forensic science 


consultant and head of the Los Angeles 
County crime laboratory from 1948 to 
1960 has joined Stephen E. Blewett & 
Associates to direct laboratory opera- 
tions. Blewett & Associates are consult- 
ing chemists and physicists at Pasa- 
dena. 


SO 


WIIS Holds No. Cal. 
Speakers Bureau 
Annual At S. F. 


Tribute to those who have made 
contributions to the casualty insur- 
ance industry through appearances as 
speakers before civic clubs and other 
organizations; the appointment of 
special committees to assist in the op- 
eration of the speakers bureau, and a 
review of leaflets and new speech ma- 

(CONTINUED ON PAGE 238) 


you ve 


sot a 
problem? 


that’s good! 


Why is it good? Because a victory over your 
problem means you’ve climbed another rung on 
your ladder to success. 


Every day at Combined, we’re helping people in 
the insurance business solve problems. These 
problems are principally about accident and 
health, because that’s our business — our only 


business. We’re interested in helping people to 


inquiry. The 


outstanding success in this field. 


If you’re a general agent who hasn’t found the 
right road to success in A& H, we invite your 


experts at Combined, world’s 


second largest exclusive accident and health 
company in the world, will be glad to help you. 
Send in the coupon, won’t you? There’s no obli- 
gation, of course. 


Combined Insurance Co. of America, Dept. 76 
5050 Broadway, Chicago 40, Illinois 


Yes, Gentlemen: I’d like to know how 


Combined can help me to success. 


Name 





Address 





City 























See a Specialist... 


‘‘And we are Specialists on Automobile 
Retrospective Surplus Physical Damage Contracts.” 


Contact 
Pastor Management 
Company 
175 West Jackson Bivd. 
Room 612 
Chicago, Illinois 





1. Lower Company retention 
2. Advance commissions 


“Largest Underwriter of 
Surplus Physical Damage Retrospective Contracts” 


Cosmopolitan Insurance Company 


A multiple line stock company 


WAbash 2-5075 Ext.6 
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-Bonds and Burglary 
Fire and Inland Marire 
Accident and Health 
Casualty and Liability Lines 


Property, Coverage 
Survey Saves Conn. 
$100,000 Annually 


Connecticut has completed a 14- 
month study of its properties and fire 
coverages. The complete re-inventory 
and re-evaluation of properties and 
consolidation of coverage has produced 
an estimated five year saving of $513,- 
000. The review was handled primar- 
ily by the agent of record, the John P. 
Kelley Co. agency of Hartford, and 
representatives of insurers, under di- 
rection of State Comptroller Thatcher. 

The reduction in fire insurance cost 
was made possible by the inventory of 
properties, the first accurate and com- 
plete one in many years, and by plac- 
ing aeronautical properties in lower 
rated schedules. 

When the study was undertaken in 
January, 1959, inventories indicated 
the state was carrying $295 million of 
coverage on $376 million of property. 
However, the survey revealed that the 
state was not under-insured but over- 
insured because many non-insurable 
items were carried in the inventory. 
The new inventory, as of last June 30, 
showed the state owns $308 million of 
insurable property with $24.5 million 
in new buildings scheduled to be added. 
Present insurance covers more than 
3,500 separate buildings and their 
contents. 

Studies of other coverages, particu- 
larly liability on motor vehicles, will 
be undertaken. 


Toensmeier Has New Office 
Toensmeier Adjustment Service has 
opened a new branch at Atlantic City, 
managed by Fred K. Treiber, formerly 
serious case adjuster at Newark. 
California Food Industry, one of 
the Pacific Employers companies, has 
declared a 21.6% dividend on work- 
men’s compensation payable to policy- 
holders Dec. 31 on a level basis. 








New England's earliest settlers learned from the Indians 
how to tap the Sugar Maple. Their technique 
for converting the clear sap into golden Maple Syrup 
remains a ritual of Spring throughout America’s hardwood 
Maple forests. In its dealings with Independent 
Insurance Agents, Peerless Insurance Company, 
too, carefully preserves a tradition of service and 
dependability, providing a portfolio of 
modern multiple-line coverages in the Bond, 
Fire, Accident & Health and Casualty fields. 
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A Multiple Line Company Keene, New Hampshire 
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Western Of Ft. Scott 
Group Has Substantial 


Improvement In Quarter 

KANSAS CITY—Operating results 
of Western of Fort Scott group in the 
quarter ended March 31 were material- 
ly improved over the same period a 
year ago. Gross writings gained 2.3% 
but net premiums were off nearly 1%, 

In 1959 a sizable volume of 3-year 
casualty business was renewed while 
this year property lines which are 
more heavily reinsured, accounted for 
a larger proportion of the gross busi- 
ness. The loss ratio was 62.75%, down 
from 64.31 a year ago. The combined 
loss and expense ratio of 97.8 com- 
pares with 99.8. 


Profit Of $215,350 


On a statutory basis there was an 
underwriting profit of $215,350, com- 
pared with a loss of $429,833. The gain 
from investments was $349,062, com- 
pared with $291,856, reflecting not 
only the investment of funds from the 
sale of 100,000 shares of stock but also 
of additional reserves generated by 
enlarged operations, according to R. B. 
Duboc, board chairman. 

Since federal income taxes of $99,078 
applicable to the quarter were offset 
by operating loss carry-forward from 
prior years, the statutory net income 
of $568,521 compared with a loss of 
$133,295 in the like 1959 quarter, but 
was substantially offset by the decline 
of $588,066 in the market value of 
investments. Surplus, therefore, 
showed a decrease after dividends 
amounting to $15,729,483, compared 
with $14,943,016. 

Adjusted earnings for the first quar- 
ter, including equity in the increase in 
unearned premium reserve, were 
$688,202, equal to $1.15 a share on the 
outstanding 600,000 shares, compared 
with $322,860, or 65 cents a share on 
the 500,000 shares outstanding a year 
ago. 

Earned premiums of $11,560,757 for 
the quarter compared with $10,729,374 
a year ago. 


Card For Agency Seminar 
Of N. Y. Agents June 6-8 


New York State Assn. of Insurance 
Agents will hold its annual agency 
seminar June 6-8 at Sagamore Lodge, 
Raquette Lake. 

Dr. Edwin S. Overman, assistant 
dean of American Institute, will lead 
a discussion of agency profit abilities. 
Joseph A. Neumann of Jamaica, past 
president of the association, will dis- 
cuss agency purchases. 

Current developments in agency tax 
planning will be detailed by Horace J. 
Landry, CPA, associate professor of 
Syracuse University. Sales tips by 
telephone—phonemanship will be dis- 
cussed by William A. Garrett, market- 
ing engineer of the long lines depart- 
ment of American Telephone & Tele- 
graph Co. Helmut Kimpel, public re- 
lations manager of American Foreign 
Insurance Assn., will tell the story of 
American insurance abroad. 

The final session will feature Amos 
Redding, well-known educator and 
retired secretary of Aetna Casualty, on 
selling—the basic coverages and the 
unique. 


Elected By NYFIRO 25-Year Club 
Irving H. Barlow was elected presi- 
dent of the 25-Year Club of the New 
York city division of New York Fire 
Insurance Rating Organization. John 
D. Rohrbeck and Lenore B. Morgan 
were elected vice-presidents, Alice 
Franklin secretary-treasurer, and Ed- 
ward M. Kaleda sergeant-at-arms. 
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GREENSPUN ELECTED 


—_ 


Chicago A&H Assn. 
Gets Word To Push 
Disability Income 


Disability income coverage is the 
only type of insurance which is sold 
without the help of outside influences; 
therefore, if it is to be sold, it must be 
done entirely through the agents’ ef- 
forts, Oakley Baskin, president of In- 
ternational Assn. of A&H Underwrit- 
ers, told Chicago A&H Assn. at the 
May meeting. The luncheon was the 
annual meeting, and Stanley Green- 
spun, Massachusetts Casualty, was 
elected president to succeed Daniel X. 
Marlowe, Provident L.&A. 

Mr. Baskin noted that all other types 
of insurance often enjoyed sales as- 
sists from interests outside the busi- 
ness. Motorists, for example, are moti- 
vated to buy automobile liability cov- 
erage by state compulsory and finan- 
‘cial responsibility laws. The armed 
forces encourage GIs to buy NSLI. 
Doctors, desirous of assuring payment 
for their services, advocate A&S. Even 
mutual fund sellers with their “buy- 
term-and-invest-the-difference” shib- 
boleth, give life insurance a backhand 
boost. 





Reports On Survey 


With film slides, he reported a sur- 
vey which showed that 27% of those 
interviewed did not think disability 
income coverage was important or 
hadn’t given it much thought. Often a 
person, convinced that he must load 
up on A&S, is unaware of the need to 
insure his income. This, Mr. Baskin 
said, is unfortunate, because the loss 
of income from accidents last year was 
four times greater than medical ex- 
penses. 

It is the agent’s job to sell the need 
first, and then the benefits, he de- 
clared. The prospect must be made to 
see just what he will relinquish in 
everyday living when he loses his in- 
come. 

Citing the rather obscure statistic 
that last year one million quarter-inch 
drills were sold, he commented that 
people didn’t want quarter-inch drills 
_but quarter-inch holes. Likewise, peo- 
ple don’t want policies—they want 
what the policies will do for them. 
Mr. Baskin prefaced his talk with 
| observations on old age health legisla- 
tion pending in Congress. He expressed 
the hope that congressmen, cognizant 


IDEA Of Chicago Elects 


Newly elected officers of Insurance 
Distaff Executives Assn. of Chicago 
are: President, Carole A. DiCicco, 
Starkweather & Shepley; vice-presi- 
dent, Mildred C. Prendergast, Chicago 
‘Insurance Agency; recording secre- 
tary, Margaret Bormann, U.S.F.&G.; 
corresponding secretary, Virginia Nel- 
son, Geo. F. Brown & Sons; treasurer, 
Mary Lamont, Illinois Inspection Bu- 
reau; historian, Lolita Cromer, Leslie 
H. Cook Inc.; executive board mem- 
bers, Vera Chapman, Alexander & 
Co., and Loraine E. Young, Hartford 
Fire. 

The new officers were installed at a 
meeting May 19. 








R. C. Nathan has been promoted by 
National Farmers Union Property & 
Casualty to assistant to the general 











Manager. He has been in charge of 
claims in North Dakota. He joined the 
company in 1949 after graduating 
from University of North Dakota law 


School. 
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of the widespread implications of the 
situation, would withhold action until 
further study can be made. He asked 
his listeners to write the two con- 
gressional leaders, Sen. Lyndon John- 
son and Speaker of the House Sam 
Rayburn, urging them to (1) defer 
action until all the evidence is in, and 
(2) to reject any measure attached to 
social security. 

Other officers who were elected at 
the meeting were Martin R. Haueisen, 
Washington National; Vernon Ger- 
hardt, Modern L.&A.; and Charles K. 
Coleman, Combined, vice-presidents, 
and Norman K. DeYoung of DeYoung 
& Associates, secretary-treasurer. 

Outgoing President Marlowe pre- 
sented distinguished service awards. 
Recipients were Harold F. Fendius, 
Washington National; Miss Evelyn 
Beck, Youngberg-Carlson; James P. 
Lockerbie, Hartford Accident; Edward 


H. O’Connor, Insurance Economics 
Society; Richard G. Ebel, THe Na- 
TIONAL UNDERWRITER; Reps. Paul D. 
Simon, Anthony Scariano, Abner J. 


Mikva, Marion E. Burks, and Harold 
A. Hoover of the Illinois legislature; 
and Messrs. Gerhardt, DeYoung, Haue- 
isen, Coleman and Greenspun. 


Doremus & Co. Raises 
F. J. Malley To V-P 


Francis J. Malley has been elected a 
vice-president of Doremus & Co., New 


York advertising 
and public rela- 
tions firm. 


Mr. Malley was 
with Chilton Co. 
where he was 
managing editor of 
the Spectator from 
1947 until 1953. He 
joined Doremus & 
Co. and has been 
manager of its 
news operations 
for several years. 
Mr. Malley su- 
pervised most of the public relations 
services of the firm’s insurance clients 
including American Institute of Marine 
Underwriters, National Assn. of Insur- 





Francis J. Malley 


ance Agents, Atlantic Mutual, and 
Johnson & Higgins. 
Firemen’s of Newark has elected 


Milford A. Vieser, executive vice- 
president of Mutual Benefit Life, a 
director. 





Pritchard & Baird 
Raises W. G. Pritchard 


William G. Pritchard has _ been 
elected a vice-president of Pritchard 
& Baird and of Pritchard & Baird 
Intermediaries Corp. He joined the 
organization in 1953 and became as- 
sistant secretary of the parent com- 
pany in 1955. 


Wolverine Names Two 
Wolverine has appointed Donald E. 
Hinman branch underwriting manager 
at Des Moines, and Claude Johnson fire 
underwriter at Indianapolis. Mr. Hin- 
man previously was casualty depart- 
ment supervisor and office manager 
of Aetna Casualty in Des Moines. Mr. 
Johnson was fire underwriter for 
Grain Dealers Mutual in Indianapolis. 


Tulsa Insurance Women Elect 
Insurance Women of Tulsa have 
elected Flora F. Irwin president; Betty 
Williams, list vice-president; Betty 
Burdine, 2nd_ vice-president; Rilda 
Franks, recording secretary; LaCresha 
Dolan, corresponding secretary, and 
Marjorie Petersen, treasurer. 
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Nuclear Insurer | 
Group's Statement 


As of Jan. 1, 1960, membership in 
Nuclear Energy Liability Insurance 
Assn. was 142 stock insurers with to- 
tal subscriptions amounting to $33,- 
917,949. F. X. Boylan, assistant gen- 
eral manager, reported at the annual 
meeting in New York. No substantial 
changes in NELIA are anticipated for 
1961, he said. 

As of Fed. 29, 1960, the date of the 


latest bordereau, earned premiums, 


says Agent Bob Taylor, 
Annandale, Virginia. 


“But his name was Joe, not Bill.’ 


“T had just been muddling around in the insurance 
business before I met Joe Shakespeare, At that 
time, Joe was the Field Representative in Etna Cas- 
ualty’s Washington Office. He showed me the possi- 
bilities of a full-time general insurance agency, and 


then he got down to cases. 


“First, he got me started on AEtna’s Home Study 
Course. Then he helped me work out a prospect list. 
He even went along with me on the tougher commer- 
cial calls until I felt I could handle them myself, 


“I was on my way. But I must admit the pace was pretty 
slow until Joe gave me the biggest push of my career. 
He convinced me that I should enroll in the Home 


Office Sales Course in Hartford. 


pel, that course put me two years ahead in the in- 
surance business. Now, thanks to Etna Casualty and 
Joe Shakespeare, I’m really on my way.” 


Etna Casualty has men like Joe Shakespeare in 
every office...men who really back up Atna 
Casualty agents with sound, workable advice on 
every phase of the business. Whenever you 
have an insurance problem, talk to the Etna 
Casualty Field Representative near you, 


He’s ready and willing to help. 





subject to the industry credit rating 
plan, remained at $60,702 and $267,- 
346 for 1957 and 1958 respectively, 
Mr. Boylan said. As of that date, the 
1959 advance premiums amounted to 
$574,580. The 1960 advance premium, 
as of the same date, amounted to 
$904,457. These premiums were de- 
veloped from 159 active accounts of 
which 74 were facility policies and 85 
were supplier’s and transporter’s pol- 
icies. 

To date, only two of the proposed 
large power reactors under the Atomic 
Energy Commission licensee program 


S “Shakespeare taught me 
how to sell insurance” 


Agency building is our business 


AE TNA CASUALTY 


Quality INSURANCE for individual, family, business, home and other possessions 


ZEtna Casualty and Surety Company e Affiliated with Etna Life Insurance Company 


e Standard Fire Insurance Company e Hartford 15, Conn. 


have reached the stage of develop- 
ment to need nuclear energy liability 


insurance. One, the Commonwealth 
Edison Co. reactor, is nearing comple- 
tion and, at the present time, the only 
nuclear energy liability exposure is 
the storage of fuel. 


Truckmen’s Needs 


An interesting development during 
the past year involved the nuclear 
liability insurance needs of truckmen. 
Numerous embargoes were filed by 
truckmen with Interstate Commerce 


(CONTINUED ON PAGE 35) 
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Travelers Has Four 
PR, Ad Promotions 


Travelers has made four prornotions 
in the public information and adver. 





tising department. 
Walter M. Harrison Jr. has _ beep 
C. Simkin W. M. Harrison 
named manager, advertising; Colin 


Simkin manager, sales service; George 
Malcolm-Smith associate manager 


publications, and Fred W. McDonald’ 





G. Malcolm-Smith 


F. W. McDonald 


assistant manager, public information 

Arthur W. Bradley, office manager 
at Springfield, Mass., has been named 
branch office supervisor in the branch 
office administration department. 

Mr. Harrison joined the group in 
1946 and became assistant advertising 
manager in 1952. Before entering in- 
surance he was with newspapers and 
radio stations in Oklahoma, Texas and 
Colorado. He is a former president of 
Advertising Club of Hartford. 

Mr. Simkin joined the group in 1919 
after experience with the Hartford 


Courant. He became assistant manager 


of the public information and _ aver- 
tising unit in 1948. He originated and 
directs the production of the group’ 
Currier & Ives wall calendar. 

Mr. Malcolm-Smith, with the group 
since 1929, had been a reporter and 
artist for the Hartford Courant and the 
Waterbury Republican. He is _ the 
editor of Travelers’ Protection—the 
oldest company magazine in the coun- 
try—and is the author of several 
novels. 

Mr. McDonald joined the group in 
1946 after 10 years as a reporter fo! 
the Bangor Daily News and two yeats 
as a life salesman. He is serving his 
second term as vice-president of Amel- 
ican Public Relations Assn. 


Chicago Examiners Plan Golf 

Assn. of Fire Insurance Examiner 
of Chicago will hold its annual gol! 
outing and banquet June 7 at Glen 
dale Country Club, near Itasca. Don- 
ald J. Sevening, Bowes & Co., is il 
charge of the program. This is one 0 
the well-attended recreational affaits 
in the Chicago area, with about 12 
expected for the dinner. Robert A 
Nordstrom, Centennial, is preside! 
of the examiners group. 

Robert F. Jackson III has_ bet! 
elected president of Service agency 0 
Nashville. The agency was founded b! 
his late father in 1936. The new presi: 
dent formerly was with the Wayne 3 
Glasgow general agency of Connecti 
cut Mutual Life at Nashville. 
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Aetna Casualty Gains 
Award For Film Giving 
Tips For Safe Boating 


Aetna Casualty won a top national 
award for its film “Outboard Outings.” 
A bronze plaque was presented by 
National Committee on Films for 
Safety as one of the two best general 
safety films made in 1959. 

The film, which was th? on'y in- 
surer film to win an award, was pro- 
duced in cooperation with the U. S. 
Coast Guard Auxiliary and narrated 
by Garry Moore a television actor. 
Formal presentation of the award will 
be made next October at the National 
Safety Council’s annual congress in 
Chicago. 

Released nationally last June, the 
20-minute color film outlines boating 
safety practices, including man-over- 
board procedures, water-skiing, harbor 
navigation, rules of the road, and 
principles of rough weather boating. 

It is the second Aetna Casualty film 
to win the top Films for Safety award. 
The first was “Look Who’s Driving,” a 
cartoon, in 1953. 
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Louise Merna President Of 


N. Y. Women’s Federation 
Federation of New York Insurance 
Women’s Clubs at its annual meeting 
'in Albany elected Louise W. Merna, 
' Auburn, president to succeed M. Louise 






| Weiss, Schenectady. Other officers 
; elected are Doris Phelps, Syracuse, 
Smith | vice-president; Doris Riddick, Albany, 
lation} recording secretary; Bernadine Cox, 
anager} Auburn, corresponding secretaiy, and 


1amedf Hannah Alperin, Staten Island, treas- 
yranchf urer. Anne Pfifferling, Central Islip, 
it. and Ethel Davis, Greater Lockport, 
up in} were named directors. 

rtising Insurance Women of Albany was the 
1g in-} hostess club to the officers and mem- 
s and} bers of 21 affiliated groups who at- 
is andf tended the meeting. 

ent of Arthur Landry, Hartford Fire, presi- 
dent Albany Field Club, presented 
certificates to all past presidents of the 
federation. 
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Plan Public Hearings 
On Mich. Blue Shield 
19% Rate Boost Request 


LANSING—Public hearings are to 
be conducted soon in several cities to 
feel the public pulse relative to a pro- 
posal by Michigan Medical Service 
(Blue Shield) for a 19.5% rate in- 
crease. 

Announcement that Michigan de- 
partment approval would be sought 
for the proposed increase followed 
closely on a recommendation from Dr. 
David Sugar, new president of the 


Wayne County (Detroit) Medical So- | 


ciety, who publicly recommended that 
Blue Shield limit its services instead 
of raising rates. 

L. G. Goodrich, executive vice-presi- 


dent of Blue Shield, said current Blue | 
Shield income is insufficient to cover | 


increased costs of paying doctors for 
services covered. He said there has 
been a steady pattern of “more services 
for more members” and that the rate 
of services for the past several years 
has been constantly accelerating. He 
cited year-by-year cost increases for 
basic services, as follows: 1957, 4.1%; 
1958, 9.1%; 1959 (first nine months) 
11.6%. Outgo exceeded income for the 
first two months of 1960 by $695,351, 
reducing contingency reserves to less 
than $400,000. 

It was pointed out that added serv- 


ices had been provided under a broad- | 


ened contract recommended to the 
Michigan State Medical Society 
1958 but that Blue Shield rates have 
been inadequate for the past four 
years, cutting reserves which stood at 


$8 million in late 1955 to the present | 


figure of $386,918. 

The 19.5% increase would make pos- 
sible setting up a 3.5% contingency 
reserve over the next two years. The 
proposed increase would range from 
45 cents monthly for individuals under 


the so-called plan “A” to $1.55 for | 


in | 


Salesmen? 





With people who've suffered a loss, nothing 


full family coverage under plan “D.” | 


This would increase the combined Blue 
Cross-Blue Shield rate by about 7% 
for the 3,500,000 Michigan residents 
now under the plan. 






































d ani? John Naghten & Co. general agency Rhode Island Assn. of Insurance 
roup’s} of Chicago has taken on representa- Agents and the state insurance depart- 
tion of Ins. Corp. of Ireland, surplus ment will sponsor an intensive four- 
group} line fire underwriters. The arrange- week course in property and casualty 
r andj ment was through H. J. Symons & insurance June 14-July 8 at University 
id the} Co. agency of London. of Rhode Island 
; they - ™ 
\—the [ . 
coun- 
vera | 3 GREAT PROTECTIONS MEAN | 
up in 
ar for 
yeals 
ig. his 
\mer- 
FOR GENERAL AGENTS If you’re not now offering com- 
plete service to your customers, find out how Constitution’s 3 great protections 
f can help you build bigger profits. A full portfolio of CLICO’s modern, sales 
riners appealing contracts will bring more commission dollars your way: 
| gol! ‘ , 
Glen: 1. ACCIDENT AND HEALTH ¢ [spitsi Medical Surgical 
Don- 
is it 2. LIFE 3. GROUP (A &H plus LIFE) 
ne 0! Top commissions, complete, courteous service to general agents and prompt 
ffairs claim payment backed by our 31 years of experience make these contracts 
t . as fine as any on the market today. 
rt 
siden! Write for a FREE Market Study of your area 
— see the profit potential for your agency. 
bee! 
cy ONSTITUTION 
ed Db) 
pres LIFE INSURANCE CoO. 
ne B Leon L. Tracy, Exec. Vice President ¢ Eldon Holmquist, Multiple Lines Director 
ned 4423 W. Lawrence Ave., Chicago 30 
‘meres 








XUM 


sells better than fast, fair settlements. Keep 


your customers sold — sold on the services 
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AGENCY SYSTEMS 
REPRESENTATIVE 
Two more specialists who make | “\Y 
Royal-Globe !  Jand your versatile 


“MULTIPLE-LINE” FIELOMAN 


“TOPS IN EVERY SERVICE” 


ROYAL BAGLOBE 


INSURANCE GROUP New York 38, New York 
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A steam-shovel driver named Lee 
Got sidetracked . . . disastrously! 
But the rig was protected— 
His agent selected 
Full coverage from G. F. & C.! 


Equipment like this should be fully protected with 
G. F. & C.’s contractors’ equipment floater and other 
inland marine coverages. On every policy, G. F. & C. 
gives you: 


* Quick and understanding underwriting service 
* Guarantee of performance 
* Prompt and fair settlement of claims 


GENERAL FIRE AND CASUALTY COMPANY 


(A Stock Company) 


Home Office: 1790 Broadway, New York 19, N. Y. 
Philadelphia 


Chicago 


Newark Pittsburgh 


Minneapolis 





Conventions 


May 25-27, National Assn. of Independent In- 
surers, workshop, Jack Tar Hotel, San Fran- 
cisco. 


May 26, National Board of Fire Underwriters, | 


annual, Commodore Hotel, New York. 

May 26, Hawaii agents, annual, Oaku Country 
Club, Honolulu. 

May 27-28, National Assn. of Insurance Com- 
missioners, subcommittee to review fire & 
casualty rating laws & regulations, Fairmont 
Hotel, San Francisco. 

May 29-June 1, American Assn. of Managing 


General Agents, annual, Cloister Hotel, Sea | 


Island, Ga. 

May 30-June 3, National Assn. of Insurance 
Commissioners, annual, Fairmont Hotel, San 
Francisco. 


June 1-2, Home Office Life Underwriters Club | 


of the Western States, annual, Del Monte 
Lodge, Pebble Beach, Cal. 


June 8-10, Maryland agents, midyear, Com- 


mander Hotel, Ocean City. 

June 9-11, Florida agents, annual, Fontaine- 
bleau Hotel, Miami Beach. | 

June 12-15, Conference of Mutual Casualty 
Companies, management conference, Park 
Place Hotel, Traverse City, Mich. 

June 13-16, National Assn. of Insurance 


Women, annual, Denver. 

June 15-18, International Assn. of A&H Under- 
writers, annual, Conrad Hilton Hotel, Chica- 
go. 

June 15-19, National Assn. of Public Insurance 
Adjusters, annual, The Concord, Kiamesha 
Lake, N. Y 

June 16-17, Delaware agents, annual, Rehoboth 
Beach Country Club, Rehoboth Beach. 

June 16-17, Georgia agents, annual, General 
Oglethorpe Hotel, Savannah. 

June 16-17, Wisconsin mutual agents, annual, 
Schwartz Hotel, Elkhart Lake. 

June 16-18, Mississippi agents, annual, 
water Gulf Hotel, Edgewater Park. 

June 19-22, Insurance Advertising Conference, 


Edge- 





annual, Biscayne Hotel, Key Biscayne, Fla. 
| June 21-23, Wisconsin agents, midyear, Androy | 
Hotel, Superior. 
June 26-29, Virginia agents, annual, Cava- 
lier Hotel, Virginia Beach. | 
July 7-9, International Assn. of Insurance 





Sept. 


Counsel, annual, The Greenbrier, White Sul- 
phur Springs, W. Va. 

July 17-20, Consumer Credit Insurance Assn., 
annual, The Greenbrier, White Sulphur 
Springs, W. Va. 

August 7-12, Honorable Order of the Blue 
Goose, annual, Sheraton Cadillac Hotel, De- 
troit. 

August 14-17, West Virginia agents, annual, 
The Greenbrier, White Sulphur Springs, W. 
Va. 

August 15-17, Texas mutual agents, 
Hotel Galvez, Galveston. 


annual, 


August 22-24, International Federation of Com- | 


mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 


August 24-27, Federation of Insurance Coun- 


sel, annual, Bellevue Stratford Hotel, Phil- 
adelphia. 
August 25-27, Montana agents, annual, East 


Glacier Lodge, Glacier Park. 

August 28-30, Wyoming agents, annual, Wort 
Hotel, Jackson. 

Sept. 6-8, Maine agents, annual, Samoset Hotel, 
Rockland. 

Sept. 7-10, Alaska agents, annual, Mt. McKin- 
ley National Park. 

Sept. 11-14, National Assn. of Mutual Insurance 
Companies, annual, Olympic Hotel, Seattle, 
Wash. 

Sept. 12, Vermont agents, annual, Basin Harbor 
Club, Vergennes. 

Sept. 12-13, Utah agents, annual, Hotel Utah, 
Salt Lake City. 

Sept. 12-16, International 
insurance, conference, 
Washington D. C. 

Sept. 13-16, Mutual Loss Managers’ Conference, 
Roosevelt Hotel, New Orleans. 

Sept. 14-16, Michigan agents, annual, Pantlind 
Hotel, Grand Rapids. 

Sept. 15-16, Minnesota agents, 
N‘collet Hotel, Minneapolis. 
Sept. 18-20, New Hampshire agents, annual, 
Mount Washington Hotel, Bretton Woods. 
18-21, Idaho agents, annual, Sun Valley 

Lodge fiun Valley. 

Sept. 19-20. Minnesota mutual agents, annual, 
Pick-Nicollet Hotel, Minneapolis. 

Sept. 19-21, Washington agents, annual, Olym- 
pic Hotel, Seattle. 

Sept. 21-23, Canadian Federation of Insurance 
Agents & Brokers Assns., annual, Mont 
Tremblant Lodge, Mont Tremblant, Quebec, 
Canada. 

Sept. 21-23, Oregon agents, annual, Sheraton- 
Portland Hotel, Portland. 

Sept. 25-27, Nevada agents, annual, Las Vegas. 

Sept. 26, New Jersey agents, annual, Hotel 
Traymore, Atlantic City. 

Sept. 26-28, National Assn. of Insurance Agents, 
_. Chalfonte-Haddon Hall, Atlantic City, 

- 2 


Union of Marine 
Shoreham Hotel, 


annual, Pick- 


Oct. 2-5, National Assn. of Casualty & Surety 
Agents & Executives, combined annual, The 
Greenbrier, White Sulphur Springs, W. Va. 
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“You want to talk to 
my uninsurables??” 


CG: Sure! No one ever talks to them 
about Life .. . take one of your good cli- 
ents who is uninsurable . . . you make 
him very happy if we analyze his policies 
. .. show him how to get more out of his 
premium dollars. 


YOU: So he’s pleased . . . so what? 


CG: So... he'll tell his friends what a 
great job you did .. . he’ll become a cen- 
ter of influence that will bring you pre-| 
ferred leads . . . friends at his level who 
are insurable! 


YOU: But this takes time! 


CG: Sure, our time! We have the techni- 
cal knowledge and the staff to handle all 
the paperwork. It’s like adding a Life 
Department to a corner of your office 
without adding overhead. But you get all 
the commissions . . . in fact, you can 
increase your profits 15% or more a year! 


YOU: Well, that’s better. What next? 


CG: Next, call your nearest C.G. office 
for the rest of this profitable story. Do 
it today! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 
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Strongly Competitive Insurer Offers Best Investment: Smith 


(CONTINUED FROM PAGE 6) 
result, the company is in a position to 
use this equipment for direct billing 
of a new low cost auto policy which it 
is now test marketing in four Canadian 
provinces. 

Direct billing, however, is not in- 
expensive, Mr. Smith commented. The 
IBM 705 data processing system costs 
in excess Of $1 million. Also, much 
time and effort are required in pro- 
gramming and in developing tech- 
niques to realize the full benefits of 
the equipment. The leading companies 
can afford the expense, but it will be 
difficult for marginal companies to 
provide agents with this facility. 


Real Help To Salesmen 


Dominick & Dominick is presently 
studying the possibility of installing an 
IBM advanced 7070 system. It has used 
IBM equipment since 1938 and was 
one of the first firms on Wall Street 
to do so. This equipment handles the 
preparation of all customer accounts 
and statements. Salesmen rely on 
these facilities as a matter of course. 
They would be seriously handicapped 
if they had to spend valuable selling 
time on customer billing. 

The message from the Hale agency 
also shows that North America is 
reducing premium rates to get more 
volume. With their new low-cost auto- 
mobile contracts, companies like North 
America, Travelers and Aetna Casualty 
are now fully competitive in many 
areas with Allstate and the other lead- 
ing exclusive agent companies. 

Intensified competition, however, has 
narrowed underwriting profit margins. 
In A&S, for example, even though the 
cost of benefits is rising at a rate of 
5% per annum, coverages have been 
broadened. One company says each 
year it expects next year to be better, 
but next year always seems to be a 
year away. In automobile, a 5% profit 
margin used to be considered normal. 
John A. Diemand, president of North 
America, recently told a group of 
analysts that 242% is probably the 
most that can be expected during the 
next several years. In life insurance, 
graded premiums have removed the 
built-in profit factor from the whole 
life policy. In homeowners, where the 
expense allowance in the rating formu- 
la has been reduced from 40% to 34%, 
only the most efficient companies can 
operate profitably. Under such condi- 
tions, the outlook is best for those com- 
panies which adhere to careful under- 
writing standards and reduce expenses 
to a minimum. 

A large insurer which several years 
ago launched a program to increase 
A&S production did so by offering low 
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for 
Go Kart Liability 


Amusement Parks 
Traveling Carnivals 
Concessionaires 
Picnic Groves 


Wm. K. 0’Connor & Go. 


53 West Jackson Bivd. 
Chicago 4, Ill. 
Harrison 7-1721 
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rates and broad coverages. Naturally, 
it soon found it was losing a lot of 
money. It was forced to raise rates as 
much as 30% and to tighten up on 
underwriting. Insurance of this type 
dees not make policyholders happy. It 
is also embarrassing for agents. 
Little Automobile Competition 

The intensely competitive conditions 
which exist in the industry today are 
probably overdue. During much of the 
time since World War II, Mr. Smith 
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Machinery Insurance. 





said, Allstate had very little competi- 
tion in selling the mass market auto- 
mobile insurance. While old line com- 
panies operated under the umbrella of 
fixed bureau rates, Allstate has 
achieved outstanding success in at- 
tracting preferred risks with reduced 
rates. Currently, however, the bureaus 
are going through a period of change. 
National Automobile Underwriters 
Assn. and National Bureau introduced 
a new auto merit rating plan which is 
enabling bureau companies and agents 


The *70,000,000 Opportunity fi..3i200 


It’s all over the country .. . a big opportunity for the independent agent. 


If you’re an Employers’ Group Agent... the Man with the Plan... 
you have an advantage that’s as big as the opportunity. You’re backed by 
a nation-wide group of experienced engineers. field men and underwriters, 
who work with you as a team. They make it easy for you to capitalize on 
profitable Steam Boiler and Machinery insurance. They work for you on 
analysis, plant surveys, inspections and losses. They know the answers to 
questions a client asks about the equipment to be covered and the im- 
portant protection for both Direct and Indirect Damage. 

Now, with new plants springing up all over the country, the opportunity 
is bigger than ever. And it doesn’t matter about the size of the plant. All 
manufacturing plants, big and small, old and new, need Steam Boiler and 


Write, and we’ll help you get your share. 


The Employers’ Life Insurance Company of America 


to compete with the direct writers by 
offering lower rates for good risks 
Furthermore, more insurers are 
making rates and policy forms inde- 
pendently. Members and _ subscribers 
of principal fire rating organizations 
filed 6,385 deviations and independent 
filings in 1958, compared with 1,028 
10 years earlier. Another indication of 
the trend toward independent rate 
making is the decline in the bureau 
companies’ share of the market. In 
1953, members of National Bureau had 
earned premiums in auto BI of $150 
million, equal to 50% of all stock 
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THE SHOW IS 
ON THE ROAD ‘ 

During 1960 informative meetings 
will be held with our producers 
throughout the country, meetings 
which will better equip them 

to take full advantage of this 
opportunity. A feature of 

these meetings will be a 

film strip in color. 


THE Hmployers’ Group OF INSURANCE COMPANIES 


110 MILK STREET 
BOSTON 7.MASSACHUSETTS 


The Employers’ Liability Assurance Corp., Ltd. ¢ The Employers’ Fire Insurance Co. « American Employers’ Insurance Co. « The Halifax Insurance Co.of Mass. 








companies’ earned premiums in that 
line. But by 1958, although the bureau 
companies’ volume had increased to 
$648 million, their share of all compa- 
nies’ premium volume had declined to 
42%. 

Bureau Function Changing 


The bureaus continue to perform a 
valuable function in compiling statis- 
tics, but their role in determining rates 
appears to be changing. 

Several leading bureau companies 
currently are considering the possibil- 
ity of becoming more independent, for, 





vA 


enn “a ' 
ay BIL 


if it should become advisable to make 
rates independently in some lines, the 
leading companies have a large enough 
number of insured to do so. The mar- 
ginal companies, however, do not have 
adequate statistics of their own and, 
in some cases, do not have the know- 
how required to make rates inde- 
pendently. During the current period 
of change, therefore, Mr. Smith be- 
lieves it is important for both investors 
and underwriters to select the finan- 
cially strong, progressive insurers. 
The piece of direct mail from the 
Hale agency advertises insurance by 





an all lines company. One survey has 
indicated that more than 50% of the 
agents in the country are now offer- 
ing all lines of insurance. This is an 
important reason that insurers want 
to have all lines facilities—they are 
being forced into it by competition in 
order to protect their position with 
agents. The single line company is 
concerned with the multiple line in- 
surer that can say to the agent that it 
wants fire business with class 2 auto- 
mobile risks. 

Because of the statutory situation, 
especially in New York, it is difficult 


“I'd love to share my office problems with you. What are 
you interested in? Payroll audit, renewal and rate 


Even an understanding wife can’t solve 
this poor fellow’s problems. 


increases, claim service?” 


He needs bility problems 


the agency-minded, agency-experienced 


assistance of Bituminous. 
payroll audits are handled promptly. 
Bituminous renewals are easier because 
of fast claim service and because Bitum- 
inous’ safety engineering programs re- 
duce losses and produce savings for the 
insured. Flexible and open-minded under- 
writing appraises each risk on its own 
merits to put you in a strong competi- 
tive position for new business as well 
From payroll audits to 


as renewals. 





claim service, share your comp and lia- 


with Bituminous. 
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Minneapolis, Minn.; 





BRANCH OFFICES AND 
SUPERVISORY GEN'L AGENTS: 


Atlanta, Ga.; Belleville, Jll.; Birmingham, Ala.; 
Charlotte, N. C.; Chicago, IIl.; Coral Gables, Fla.; 
Dallas, Tex.; Detroit, Mich.; Indianapolis, tnd.; 


Kansas City, Mo.; Louisville, Ky.; Milwaukee, Wis.; 


La.; Omaha, Neb.; Philadelphia, Pa.; Pittsburgh, Pa.; 
Richmond, Va.; Rock Island, Ill., 


Nashville, Tenn.; New Orleans, 


and St. Louis, Mo. 
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INSURANCE COMPANY 


* ROCK ISLAND, ILLINOIS 
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to tell when life companies will start 
to offer fire casualty coverages, Mr, 
Smith said. It is hoped that the law 
will be changed at an early date. The 
present situation is that fire-casualty 
companies can offer a full range of 
services but life companies cannot, 
This, he believes, is clearly inequi- 
table and uneconomic. Of course, 
many fire and casualty agents long 
have sold life and life agents have sold 
fire and casualty. 


More With One Insurer 


In terms of the industry’s new mer- 
chandising efforts, the development of 
all lines insurance is fostered by the 
agent’s desire to provide for the fam- 
ily’s entire insurance needs and by 
consumer demand for installment fi- 
nancing. For the agent, the use of 
package policies and installment pay- 
ment plans creates a_ situation in 
which he will be placing a larger 
percentage of his premium volume 
with one insurer. For the company, the 
expense of the all lines facility, includ- 
ing the associated expenses of machine 
accounting and increased advertising, 
are most productive when the company 
has a fair share of the agent’s business. 
Don’t these changes therefore mean 
that there will be a tendency for the 
agent to have a closer relationship 
with his company, Mr. Smith asked. 

Another reason that some of_ the 
large stock life companies would like 
to get into the fire casualty business 
is that they see an opportunity to help 
some of the fire-casualty companies 
which have not been able to under- 
write profitably. These life companies 
see the improvement which occurred 
in the operating results of National 
Fire after its acquisition by Continen- 
tal Casualty. The reorganization of 
marginal fire-casualty companies, 
however, requires the discontinuance 
of unprofitable agency contracts. Con- 
sequently, as competition increases, the 
agent who has been using the marginal 
insurer as a dumping ground runs the 
risk that he may find himself without 
a market. 

During the current period of change, 
Mr. Smith believes that the financially 
sound, progressive company not only 
provides the shareholder with the best 
investment but also provides the agent 
with the best market. 

Increased competition produces bet- 
ter service to the public, and better 
service expands the market for insur- 
ance. Edward G. Lowry, chairman of 
General Re, puts it this way: “With 
the exception of the larger commercial 
risks whose business is eagerly sought, 
fire and casualty insurance haven't 
yet been sold—they’ve been bought. 
And the gap between what the average 
*property owner needs—and can af- 
ford—and what he has_ bought is 
astonishing.” 

New Wis. County Assn. Elects 

Cornell Anderson, Portage, has been 
elected president of the newly organ- 
ized Columbia County (Wis.) Assn. 
of Insurance Agents. Frank Lueders 
Jr., Columbus, is vice-president, and 
Urban J. Eulberg, Portage, is secretary- 
treasurer. 


LONG HAUL 


TRUCK INSURANCE 
V Collsion, I. I. W 
V Liability 
VY Lee 


WRITE FOR PROPOSAL FORMS 


MID-STATES 
General Agency. Yue. 


Phone 2-1061 Fort Dodge, lowe 
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EDP Computer No End In Itself, IASA Told At Annual 


(CONTINUED FROM PAGE 4) 
possibility—but if it happened it 
leads to all sorts of unpleasantries. 
That would be to take the money out 
of underwriting profit. 

Applications or systems which best 
lend themselves to computers are 
those which generally feature high 
volume and processing steps that lend 
themselves to standardization. This 
implies a situation where there has 
been a centralization of repetitive 
tasks. The trend of the insurance mar- 
ket is toward creating this situation 
to reduce cost by higher levels of 
mechanization, Mr. Orkild concluded. 


Director Gerber On Hand 


Director Gerber was on hand to ex- 
tend greetings. Chairman of NAIC’s 
subcommittee on fire and casualty rat- 
ing laws and regulations, he briefly 
reviewed some problems in that area. 
He said trying to regulate rating was 
difficult because of the many philo- 
sophies and theories existent. 

There is no greater competitive field 
than in fire and casualty insurance, 
Director Gerber said. Some degree of 
conformity is needed, but leeway is 
needed as competition is the very 
heart of this business. It is hoped that 
a pattern of thinking will emerge 
which will somehow fall between these 
two points of view, he said. 

Indicating the interest in the field 
of group, attendance at these sessions 
was particularly heavy. Speaking at 
the opening group session, Kenneth 
Putnam, Formfit, said that business 
men want a group program that is 
tailored specifically for them. They 
want reasonable, built-in controls, but 
also a policy that has enough bene- 
fits. 


Employer Wants Fresh Ideas 


Mr. Putnam said the employer 
wants to be kept informed on new 
developments, fresh ideas. Rates must 
be founded on a sound actuarial basis. 
They must not be unnaturally cut so 
the business can be had; nor must 
they be unnaturally high so the divi- 
dend looks good. 

Too much time is spent convincing 
the employer of the worth of the group 
program and not enough time on the 
consumer himself—the employe, Mr. 
Putnam asserted. He said brochures 
put out by most companies are cold, 
drab, uninteresting and _ occasionally 
barely readable. He suggested that 
companies design brochures with color 
and imagination so the employe will 
actually read them. 

Mr. Putnam gave some additional 
suggestions for improving these bro- 
chures: Include an historical sketch 
of the company; put emphasis on new 
features; accentuate the positive, and 
develop statistical information using 
graphs, charts, etc. 

Insurers should lean more heavily 
on a merchandising approach, Mr. 
Putnam said. Some may think this 
somehow unsuitable to the insurance 
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ATTENTION UNDERWRITERS!! 


business, but they are wrong. 

Asked how often he would like to 
see home office officials call on him, 
Mr. Putnam said “More frequently. 
But when they come they should 
bring in new ideas—such as ways to 
improve the service, etc.” 

While there is always some prob- 
lem of communication between com- 
pany departments, this situation is 
greatly aggravated by the complex na- 
ture of EDP, Gustav Forsell, Atlantic 
companies, told the “Communications 
Problems In EDP” session. 

Mr. Forsell, speaking specifically 
about pre-installation communications 
problems, said a company-wide feasi- 
bility study is the best way to install 
a truly integrated electronic program. 
The feasibility team must make an 
honest attempt to study all makes of 
machines and try to achieve an un- 
biased approach. At least one full year 
is needed to complete the study; even 
in those cases where management 
is already convinced of EDP’s worth. 

As to whether management actual- 
ly reads the feasibility team’s re- 
ports, Mr. Forsell said this was true 
in his own case—although a constant 
repetition of the main facts did help 
to keep management fully cognizant 
of what was transpiring. 


Warns About Over-Stating 


It is important not to over-state the 
case for EDP, Mr. Forsell stated. 
When his own comparry decided to 
enter the electronic field, the report 
had unduly stressed the flexibility of 
the machine. This encouraged manage- 
ment to suggest a good many radical 
changes—one after another. 

Mr. Foresell concluded by saying 
electronic men should make more of 
an attempt to be in on management’s 
decision making conferences. 

Robert M. Greenig, Mutual Life of 
New York, discussed communication 
problems during the installation period 
of an EDP system. He said people who 
should be contacted are policyholders, 
the public in general, top management 
and staff groups, and various state 
and national associations. 

Mr. Greenig said the best approach 
to this problem is to invoke several 
(at least) different ways of telling 
EDP’s story: Letters, seminars, movies, 
charts and graphs, company publica- 
tions, press releases and progress re- 
ports. EDP men should actively seek 
out assistance from any public rela- 
tions men their company may have. 
Over-selling must be guarded against, 
however. 

There is a tendency on the part of 
the EDP men to forget the rest of the 
company during the usually lengthy 
period of time during which the ma- 
chine is being installed. Open channels 
of communication should be main- 
tained at all times, Mr. Greenig stated. 

While it is difficult to keep all de- 
partments advised as to the progress 
of machine installation, it is possible 
that each department could have a 








C 





For dependable inspection reports 





AT REASONABLE RATES % 
Write or phone—tLee Hippard » 
UNDERWRITERS SERVICE COMPANY ; 


(Organized 1944.) 


4400 Oakton Street 


Skokie, Illinois 


ORchard 5-4242 
GCODQODOQOQOOOODODODOQDODODODOGOQDQODQODIDQOOQOQDDIDDDQOGOOGOGOGOGOES 





I I OO eile NC Inman ee eee eer 


representative who would act as liaison 
man. 

Mr. Forsell said EDP people are 
guilty of telling the public what they 
want it to know, rather than what the 
public wants to know. The policyhold- 
er is not much interested in technical 
details; he wants to be told how much 
money EDP will save him. 


Need More Statistical Data 


Because all forms of insurance are 
going to be constantly before the eyes 
of the public, it will be necessary to 
supply more and more statistical data 
for use in public information programs, 
David Robbins, assistant director of 
statistical research for Health Insur- 
ance Assn., told a statistical panel. 

Mr. Robbins said the cost of such 
statistical programs had been exam- 
ined by HIA and that one basic pre- 
mise underlies such cost considera- 
tions—whatever is produced at the as- 
sociation level, and made available to 
its member companies, will involve far 
less in the way of expenditure than 
would be the case if each of the mem- 


bers had to produce similar informa- 
tion for themselves. 

He declared that if such data was 
developed by persons outside the 
business, it is conceivable it might not 
be presented in a manner favorable to 
the business. He said HIA conducts 
two periodical statistical programs in 
support of the public informational 
activity: A monthly benefits survey 
and a group issues survey. 

Mr. Robbins said that by developing 
and publishing this constant flow of 
information about the health insurance 
business, HIA is hopeful that there 
will be developed a more favorable 
climate for the business. 

The industry’s testimony last year 
on the Forand bill was supported by a 
statistical index, Mr. Robbins said. 
“Competent authorities tell us that this 
data, developed at negligible cost, 
was instrumental in opening many 


eyes, both in and out of congress, as 
to the ultimate dangers inherent in the 
proposed bill,” he stated. 

Having met in Chicago twice in the 
past three years, the association moves 
on to Los Angeles, Toronto and Miami 
for its next three conventions. 








SO EFFICIENT. 


Start saving up to 10% right now with 
Ever Ready’s new pin-feed automatic 
labels. These amazingly inexpensive 
‘“‘Automatabels” have refashioned auto- 
matic labeling and proved a consider- 
able savings for banks, insurance firms, 
schools, government agencies and vir- 
tually every type of business. In three 
sizes, thrifty ““Automatabels” will op- 
erate smoothly and effectively in every 
business machine with a pin-feed platen 
or tractor feed, and in addition, are 
used extensively in convenient roll form 
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353 Cortlandt Street + Belleville 9, New Jersey 
leaders in label printing for almost half a century. 


[[] Please send me detailed information regarding ‘‘Automatabels."’ 
[_] Please send me actual samples of your “Automatabels.” 
[] Please send me Ever Ready’s Label Idea Kit. 


SO THRIFTY!” 


for all platen feed typewriters. 

“Automatabels” are pressure sensitive 
and will adhere to almost anything. 
Their adhesive provides a smooth- 
as-glass surface when applied to tabu- 
lator cards, assuring perfect operation. 
Ever Ready’s 50 years of label experi- 
ence guarantees the finest quality at 
quantity prices. Send coupon below 
today for more detailed information 
on “Automatabels” and Ever Ready’s 
Label Idea Kit. ““Automatabels” come 
in roll form and fanfolded packs. 
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PROFITS PER POLICY THE RATE REDUCTIONS CONTINUE 
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¢ PROFITS 


Couple this with a consistantly rising cost of operations, a troubled market and the general commission 


squeeze and you get LOWER NET PROFITS! 


ITS NOT A ONE WAY STREET TO ALL LOCAL AGENTS! ..:. 


Those using American Liberty's special facilities —a completely new and unique concept in insurance—enjoy 


an unbeatable combination of: Competitive rates + Big reductions in cost of handling - Greater profits per policy. 


Stop fighting competition and be the competition with American Liberty's non conventional facilities. Let your 
American Liberty fieldman show you how you can enjoy marked advantages over competitors, increased 


sales, big reductions in cost of operations and... GREATER NET PROFITS! 
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Cooper President Of Alabama Assn. 





Analyzes Several 
Budgetary Probems 


Edward L. Denton Jr., executive 
vice-president of Afco, analyzed some 
problems agents may have with com- 
pany will only accept its own policies. 
annual meeting of Alabama Assn. of 
Insurance Agents at Tuscaloosa. 

As long as agents are independent, 
he noted, they will be placing different 
coverages with different companies on 
behalf of insured. With an individual 
company payment plan, he contended, 
the agent is stymied because the com- 
pany will only accept its own policies. 

The agent needs an_ all-inclusive 
budget facility to work with, Mr. Den- 
ton maintained, to suit the needs of 
all insured. He will find this facility 


| more realistic and less of a headache 


than having to contend with the vari- 
ous forms and instructions of several 
company plans. 

Mr. Denton noted that a prominent 
agent has complained of vulnerability 
where an agent places all insured’s 
business in one company under one 
budget arrangement. If a competitor 
finds one weak policy, he could take 
over the entire account. Moreover, this 
agent asserted, if a company decides it 
does not want insured’s auto business 
or some other line, the agent is in a 
quandary to maintain the over-all idea 
of monthly payments. 


Problem One Of Timing 


The agent also pointed to the possi- 
bility of parting from a_ particular 
company whose budget plan he has 
been using. The problem here is one 
of timing, assuming that the policies 
come up for renewal at different dates. 

Mr. Denton stressed that this pro- 
ducer’s fears arise from the fact that 
all of the coverage must be written in 
one company, under individual budget 
programs. Assumption of collection 
problems by any company is going to 
cost him in the long run, this agent 
maintained, either in lower commis- 
sions or in reference to further ques- 
tions about the need for the indepen- 
dent agent. 

About 80% of Afco’s volume—or 
more than $175 million—represents 
commercial accounts, Mr. Denton said. 
By financing premiums, the business- 
man can pay them out of current in- 
come. 

On commercial audit policies, Afco 
has been told by companies and agents 
that sometimes the deposit premium is 
knowingly underestimated for compet- 
itive reasons. As a result, at the end 
of the policy term there is an addi- 
tional earned premium to be collected. 
The necessity of paying this after 
expiration makes insured disgruntled. 





Lessens Sales Resistance 


On the other hand, if the agent is in 
a position to quote smaller monthly 
Payments to his insured, he lessens 
sales resistance and therefore the 
deposit premium can be realistically 
estimated so that there will be no 
additional earned premium at expira- 
tion. 

Mr. Denton said that on some risks, 
when the deposit is too low, it is put 
on a monthly or quarterly basis—an 
expensive procedure. If the premium 
is budgeted and an adequate deposit 
premium is estimated, the frequency 
of audits can be reduced. 

Afco has a signature program allow- 
ing agents to include in a finance 





Agents Responding 
To Price Challenge 


The public now looks for price as 
well as quality and service on personal 
coverages, Porter Ellis of Dallas, vice- 
president of National Assn. of Insur- 
ance Agents, declared in a talk at the 
annual meeting of the Alabama associ- 
ation in Tuscaloosa. Independent 
agents have accepted the price chal- 
lenge posed by direct writers and are 
not going to be satisfied until they 
have more than their fair share of the 
market. 

The direct writers have already felt 
the results of more aggressive moves 
by agency companies and their pro- 
ducers, Mr. Ellis continued. He noted 
that at the recent annual convention 
of the Iowa association, Clayton G. 
Smith, senior assistant manager of 
National Bureau’s auto division, re- 
vealed that in the first five months of 
the bureau’s special auto plan in Iowa, 
more than 71% of the special policy- 
holders came from direct writers or 
were uninsured. This same approxi- 
mate percentage is being developed in 
other states. 

With the advant of the merit rating 
auto plan in Texas, Mr. Ellis contin- 
ued, agents are in a position to com- 
pete on price for the better type of 


automobile risk, to sell a _ quality 
product and to maintain traditional 
service and independence. He said 
this was a clear indication of what 
independent agents can do when 
placed in a reasonable competitive 
position. 


importance Of Continuity 

Mr. Ellis said that agency companies 
are scrutinizing sales and marketing 
facilities of individual agencies, with 
particular emphasis on plans indivi- 
dual agents are making for the per- 
petuation of their agencies. Companies 
have finally realized that to evaluate 
their present position in the insurance 
market, they must first determine 
what agencies are producing—how 
much and what kind of business. 

Company surveys proving the un- 
profitable and dangerous results of 
indiscriminate appointments of agents, 
he said, have merely borne out the 








package the policies of non-subscribing 
companies as well as coverage that 
must be placed with Lloyds or British 
companies, Mr. Denton observed. He 
pointed out that not only are there a 
wide variety of payment plans, run- 
ning up as high as 55 monthly pay- 
ments on five year policies, but Afco 
is able to tailor programs to the speci- 
fic requirements of particular commer- 
cial risks. Insured whose income is 
seasonal and who therefore wish to 
pay premiums in specified months find 
this service most helpful. 

In other cases, the agent can make 
use of an arrangement whereby one, 
three and five year policies can be 
combined in one account, Mr. Denton 
stated. He believes that premium fi- 
nancing must be handled on a soft 
sell basis with insured, but that the 
agent should make the facility known. 

Although he has handled a single 
premium as large as $650,000, one .of 
the largest premium volume concen- 
trations in Afco’s business is in the 
range from $2,000 to $10,000, Mr. Den- 
ton said. This indicates his firm’s wide 
appeal to small and medium business- 
men as well as to big companies, he 
concluded. 


opinion of agency association leaders 
whe for many years have been critical 
of this practice. Surveys have estab- 
lished that companies which have been 
more particular in their agency ap- 
pointments have had much _ higher 
production per agency. 

Another survey, he said, indicated 
that an agency giving a company less 
than $5,000 a year is unprofitable. But 
even those agents producing more 
than this minimum will cease to be a 
part of the company planning and 
distribution program unless they have 
made some arrangement for the con- 
tinuation of their business, Mr. Ellis 
noted. 


O’Mahoney Looking, Too 


There is someone other than direct 
writers looking over the independent 
agent’s shoulder, Mr. Ellis continued. 
Tnat is the O'Mahoney anti-trust and 
monopoly subcommittee. While there 
Were many independent companies be- 
fore the subcommittee went into ac- 
tion, many companies have withdrawn 
from bureaus as a result of its investi- 
gation. In addition, bureau rules have 
been relaxed to the extent that in 
many areas, companies can pursue 
their individual courses of action. 

This development is due to the fact 
that the subcommittee has been trying 
to determine whether under state 
regulation there has truly been a com- 
petitive climate in the business, Mr. 
Ellis declared. This fact, added to the 
threat of direct writer encroachment, 
is some justification for the maneuvers 
oi many company managements in the 
past year. 


Must Let Public Know 


The agent must reappraise his en- 
tire operation and do a professional 
job. However, even if he does so, he 
will not capitalize on his advantages 
unless he lets the public know about 
his services through the hard hitting 
advertising of the Big I program. The 
action of NAIA’s national board in 
Cincinnati in adopting the full ad pro- 
gram again for 1961 was “the most 
inspiring thing” that ever happened to 
Mr. Ellis. He never had any real doubt 
that the campaign would be continued, 
but he admits that he was concerned. 
The 1961 series of ads and promotional 
materials will be the finest yet, he 
assured the agents, and if properly 
used will produce more tangible re- 
sults than ever before. 

Mr. Ellis said that the spotlight will 
be on National Assn. of Insurance 
Commissioners’ annual meeting at San 
Francisco, particularly on the NAIC 
subcommittee on rating laws and reg- 
ulations. NAIA is vitally interested in 
this unit’s deliberations, and will have 
several officials on hand at its sessions. 


Desirable From Every Standpoint 


Thinking people who are interested 
in the welfare of the business as a 
whole believe that state regulation is 
the most desirable from every stand- 
point. That is the official position of 
NAIA and it conforms to the publicly 
stated views of NAIC, Mr. Ellis said. 

He admonished the agents to plan 
their futures. That is what the compe- 
tition is doing, and in order to meet it 
head on, there must be a similar effort 
by independent agents. 

At one point, Mr. Ellis quoted at 
great length from a letter written to 
his salesmen by the president of a 
company competitive to the traditional 
agency insurers. This letter com- 


300 Agents Attend 
Tuscaloosa Annual; 


Big I Is Supported 


Hear State Is Second To 
Reach Full Quota For 
National Ad Campaign 


An audience of close to 300 at the 
annual meeting of Alabama Assn. of 
Insurance Agents 
at Tuscaloosa, 
heard John P. Wil- 
son of Mobile, 
state national di- 
rector, emphasize 
thet California has 
not pulled out of 
the Big I ad cam- 
paign. He said that 
California expects 
to reach its quota, 
but will raise the 
money through in- 
creased dues rath- 
er than through a separate fund raising 
campaign. 

George Cooper, Huntsville, chairman 
of the association’s advertising com- 
mittee, pointed out that Alabama is 
the second state to reach its full Big I 
quota. Mr. Cooper was named “Insuror 
oi the Year” and was presented with a 
special trophy donated by Cherokee. 

Joe E. Cooper, Huntsville, was 
elected president. George W. Skipper 
of Mobile and Jackson, and Joe B. 
Chapman, Birmingham, were named 
vice-presidents, and Mr. Wilson was 
renamed state national director. 

New directors are John A. Proctor, 
Andalusia; Robert G. Gunter, Phenix 
City; D. W. Leake Jr., Jasper; Charles 
A. Harris Jr., Montgomery, and W. B. 
Hoseal Jr., Birmingham. 





Joe E. Cooper 


Analyzes Regulation 


Commissioner Rinehart, in a review 
of regulation, indicated that federal 
supervision cannot meet the needs of 
a particular locality. He conceded some 
weaknesses in state regulation, notably 
with respect to surplus line business, 
and cited recent indictments in New 
Jersey as an example. Mr. Rinehart 
also said that unadmitted companies 
writing mail order business present a 
policing problem to the states. Never- 
theless, he does not foresee federal 
regulation. 

With regard to merit rating plans, 
non-can policies and guaranteed re- 
newable forms, Mr. Rinehart said that 
he is willing to consent to experimen- 

(CONTINUED ON NEXT PAGE) 





mented on the maneuvers made by 
traditional companies within the past 
year and on the fact that independent 
agents were being spurred into action 
through competition. Basing his views 
on the content of the letter, Mr. Ellis 
said that direct. writer competitors 
apparently realize that independent 
agents are not going to lie down and 
play dead. “We are beginning to step 
on their toes; they are beginning to 
feel the results of our more aggressive 


and intelligent way of serving the 
insurance buying public,” Mr. Ellis 
concluded. 








tation, provided proper safeguards for 
policyholders are established. 

George G. Seibels Jr., Birmingham, 
chairman of the association’s traffic 
safety committee, called for more 
political courage by some local and 
state legislators in coping with city 
and highway traffic deaths and acci- 
dents. He urged that the state’s post 
of director of public safety be removed 
from politics and not subjected to 
change every four years. Mr. Seibels 
also recommended automatic suspen- 
sion of drivers’ licenses for certain 
moving violations, and urged a certifi- 
cate of title law to help reduce car 
thefts. 

R. M. McFarland Jr., regional di- 
rector at Atlanta of Insurance Infor- 
mation Institute, outlined the setup 
and objectives of that organization. 

A panel on sales problems and 
selling techniques was a highlight of 
the meeting. Participants were Mr. 
Skipper, George Cooper, John Baum- 
‘hauer of Mobile, and Joe B. Chapman 
of Birmingham, chairman of the assoc- 
iation’s casualty committee. 

On hand for a dinner in their honor 
given by Bankers Fire & Marine were 
12 past presidents. Among those hon- 
ored were Joseph H. Duckworth,presi- 
dent of the association in 1918-1919, 
and C. A. Gandy, Birmingham, past 
president of the state unit and of NAIA. 
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NAIB Names Officers 
At Chicago Meeting 


National Assn. of Insurance Brokers 
directors, meeting in Chicago last 
week, elected Ira 
S. Brander of Los 
Angeles president 
to succeed Merlin 
J. Ladd of Boston. 
Other officers 
elected were 
Frank E. Mueller 
Jr., Chicago, and 
Melvin A. Holmes, 
New York, vice- 
presidents; John F. 
Harrison Jr., New 
York, treasurer, 
and Barclay Shaw 
of the New York law firm of Palmer, 
Serles, Delaney, Shaw & Pomeroy, 
secretary. Mr. Shaw is also counsel for 
the association. 

Wirt W. Stafford of Chicago, presi- 
dent Insurance Brokers Assn. of Il- 
linois, and other officers and directors 
of the association were hosts to the 
national association directors and offi- 
cers during the four-day meeting. 

In his report, Mr. Ladd noted that 
for the first time NAIB is internation- 
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~ / SELL MULTIPLE 
ff COVERAGE—Make 
More Business 
Friends! 


You perform a welcome service to your business clients and build 
prestige for yourself when you suggest Multiple Coverage— 
combine many policies into one convenient unit. 


Every businessman is a prospect, ready to listen when you explaia 


the advantages. 


Many policies may be included, Automobile, 


Burglary, Plate Glass, Liability, and most Marine Coverages. 


Start today, call on stores, laundries, printers, schools, restaurants, 
dairies—there are hundreds of prospects in walking distance. Need 


more information—just write— 


HOME OFFICE 
385 Washington St. 
St. Paul 2, Minn. 


NEW ENGLAND DEPARTMENT 
10 Post Office Square 
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EASTERN DEPARTMENT 
90 John Street 
New York 38, N.Y. 


PACIFIC DEPARTMENT 
Mills Building 
San Francisco 6, California 


The Agency System... An American Tradition 





Steuar figures at the annuai directors’ meeting of National Assn. of Insurance 
Brokers. From left: Merlin J. Ladd, Boston, retiring president; Wirt W. Stafford, 
president Insurance Brokers Assn. of Illinois; Ira S. Brander, Los Angeles, in. 
coming president; Melvin A. Holmes, New York, newly elected vice-president, 
and Barclay Shaw of the New York law firm of Palmer, Serles, Delaney, Shaw 
& Pomroy, the new secretary. He also serves as counsel for the national associa- 


tion. 


al in scope, with the admission of 
Assn. Mexicana de Agentes Techicas 
de Seguros Y Financas, A. C. of Mexico 
City. Other new members admitted 
during the past year are Independent 
Insurance Agents & Brokers Assn. 
of Philadelphia, Insurance Brokers 
Assn. of New Jersey and Insurance 
Brokers Society—Pacific Northwest. 

The association’s product research 
committee, headed by Mr. Holmes, 
reported its continuing efforts in con- 
nection with a single new policy to 
replace the manufacturers ouput poli- 
cy and the industrial property floater, 
and in the revision of the commercial 
property floater. In both cases, the 
committee submitted to MPIC careful- 
ly considered outlines of general prin- 
ciples which had been subject to re- 
view and comment on the part of 
member associations countrywide. 

Chairman Holmes expressed his ap- 
preciation to MPIC for its interest in 
and consideration of the association’s 
recommendations. 


NFPA Reports On 
Large Loss Fires 


(CONTINUED FROM PAGE 2) 
estimates that two million fires de- 
stroyed close to $1.4 billion in the two 
countries. 

Of the large loss fires, 364 in the 
U. S. cost $331 million and 46 in 
Canada cost $25 million. Large loss 
fires accounted for about 25% of total 
fire losses. 

Major industrial fire losses in 1959 
totaled $58,400,000, an increase of $6,- 
150,000 for 113 fires compared to 85 in 
1958. Major store fires totaled about 
$38,600,000, an increase of approxi- 
mately $1,450,000. 

The cost of major warehouse fires 
almost doubled from $21,100,000 in 
1958 to $40,500,000 in 1959. They in- 
creased in number from 43 to 54. 
Church fires increased about 150% 
from $1,600,000 to over $3 million. 

Educational property losses in 1959 
amounted to over $9 million, an in- 
crease of $2.5 million. A total of 18 
classroom fires cost $7 million, and 
fires which destroyed a college dormi- 
tory and an auditorium cost $2,100,000. 

In major transportation fires, 46 
aircraft were destroyed for a total of 
about $133 million. A marine tanker 
fire cost $6 million. Although the num- 
ber of transportation fires dropped by 
eight, the cost increased by about 
$5.2 million. 


E. D. McCarthy & Associates, Spo- 
kane, has purchased the local agency 
business of Robert L. Rotchford Jr., 
who has joined McCarthy & Associates 
as vice-president. 





Bureau Policy, Safe 
Driver Plan In Md. 


The special policy and safe driver 
plan of National Bureau and National 
Automobile Underwriters Assn. have 
been approved in Maryland, effective 
June 1. The program is identical in 
most respects with the one introduced 
recently in Connecticut. Motorists in 
Maryland will save approximately 
15% under the special policy. 

NAUA has also increased private 
passenger comprehensive rates almost 
5% statewide, and has decreased col- 
lision rates by amounts ranging from 
3% to 14%. 


Scrolls To Long Term 
Agents Of Loyalty 


William B. Rearden, chairman of 
Loyalty group, has presented scrolls to 
nearly 2,500 agents who have repre- 
sented the organization for 25 years or 
more. More than 200 of these agents 
have been with the group more than 
40 years, and several have represented 
Loyalty more than 60 years. 











Your counsel 


is relied on with complete confi- 
dence by your client. You'll safe- 
guard his interests — and yours — 
when you point out the need for 
a factual, provable appraisal as the 
only sound basis for determining 
his insurance protection. 


me LLOYD-THOMAS co. 


Recognized Appraisal Authorities 








HOME OFFICE: 
4411 Ravenswood Avenue 
Chicago 40, Ill. 
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Kemper Calls Rate Deterioration Mutuals’ Biggest Problem 


(CONTINUED FROM PAGE 2) 
president, and J. M. Sweitzer, president 
Employers Mutuals of Wausau, vice- 


president. 
All four groups appointed Mr. 
Kemper, treasurer; H. F. Swanson, 


secretary; Newell R. Johnson, general 
manager, and John S. Hamilton Jr., 
general counsel. The latter three are 
all with AMIA. 

Mr. Kemper said that in the auto 
field this rate deterioration has been 


thereof, if they are to develop intel- 
ligent and adequate rates. And this 
also applies to the larger companies— 
mutual or stock—whether they Know 
it or not, he said. 

Mr. Kemper said the virility of the 
smaller and medium size companies 
must not be underestimated. Due to 
their size, they develop a character, 
personality and loyalty on the part of 
their staff, their salesmen and even 
their policyholders that a larger com- 
pany finds difficult to achieve. 


Are the mutual companies giving 
complete service to their  policy- 
holders, Mr. Kemper asked. Are they 
over-paying dividends, or over-devi- 
ating? Is their production cost exces- 
sive in view of the lower rate level 
in most lines? Are they over-valuing 
their assets? Are they being realistic, 
n facing the next few years, in reduc- 
ing their expense to the lowest pos- 
sible point? 

Mr. Kemper also gave a few statis- 
tics. Direct premiums of alliance com- 


panies in 1959 were just under $1.5 
billion, he said: casualty companies 
wrote just under $1 billion and prop- 
erty companies wrote just under $500 
million. This represents an increase 
for the casualty companies of 9.4% 
and increase of 8.6% for the property 
companies. 


Experimenting With Life 


John Keyser, Kalamazoo, president 
National Assn. of Mutual Insurance 
Agents, in his address, “The Impact 
of Changes Now Under Way in the 
Industry on the Mutual Independent 
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river 
ional This helps you uncover the prospects 
have Newly elected presidents of Amer- 
ctive ican Mutual Insurance Alliance’s af- 
al. in filiated associations (from left): Fed- 
tuced eration of Mutual Fire Insurance 
's in Companies—James D. Fletcher, presi- 
ately dent Northwestern Mutual; National 
‘ Assn. of Automotive Mutual Insur- 
ivate ance Companies—Joseph P. Craugh, 
a president Utica Mutual; and National 
Pa Assn. of Mutual Casualty Companies— 
H. J. Lowry, president Michigan Mu- 
tual Liability. 
going on for some time, but was 
high-lighted when the bureau stock 
companies decided to meet the com- 
1 of | petition of the “captive” agent com- 
ls to panies, and “out” mutual companies, 
pre- too, by filing so-called merit rating 
'S Or plans, first in California and then in a 
ents number of other states. 
than He said the filing may work in Cali- 
nted | fornia, due to the fact the state keeps 
reasonably accurate records on traffic . 
—— violations and accidents, but he is not This helps _— close the sale 
sure about other states where the data 
is not complete or reliable. This last 
is what, among other things, defeated 
the old merit rating plan years ago, ; 
he stated. 
, The next serious problem is the 
4 “new new” homeowners’ policies and 
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Wha Mill Pay Mhedte bila ?. 


rates, Mr. Kemper said. These are de- 
signed to take all the profit out of 
this class, if not to develop a severe 
underwriting loss, in an endeavor to 
meet the threat of the “captive” 
agent companies now entering this 
field and, for that matter, the mem- 
bers of the alliance who have been in 
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1. Review Aetna’s sales training manual for Ac- 3. Close the sale with the help of Aetna’s new 





ii- the field for some time and write a cident & Health solicitations. A & H sales aid. It spells out exactly what the 
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ta i _ ome. ry ag geo Health and Hospitalization coverage with the a lineata 

lon have extended into the liability . . . ’ be i i i 
Mae aed aces: cities. ts et, ck Simplify & Save checklist. It’s an excellent con 4. START TODAY — the big accident season is 


versation starter. here now! 


is feared will continue to do so for a 
few years to come. 

Pyramiding on this unsatisfactory 
situation comes the realization of the 
government that it might have a lot to 
say about how well state regulation 
of insurance is working under public 
law 15, Mr. Kemper said. 
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The seriousness of the fate of the Sup , M YOUR) # «: 

j dependent 
‘ rating bureaus must be kept in mind, ANCE CO hccanal AGENT 
slis he suggested. This is of particular in- -seves/ tou r. 


terest to the medium and smaller size 
companies that do not have sufficient 
exposure to develop rates and that 
must have the experience of all com- 
panies or a reasonable _ proportion 
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Agents,” said “Mr. Mutual Agent” to- 
day is feeling the pressure of the 
“captive” agency companies, is play- 


ing around with adding life insurance 
to his business, has had his auto com- 
mission cut about 20% and hasn’t quite 
felt the impact of it all yet. 

Mr. Keyser said that automation is 
both a boon and a pugaboo. His own 
association took a look at it about a 
year ago and decided it wasn’t all 
bad and was, to some degree, inevi- 
table. 

Direct billing, the current ‘“‘boogey- 


man,” is not necessarily harmful to 
the agency system, Mr. Keyser said. 
As for the numerous auto policies and 
more numerous auto rating plans, the 
present situation is dangerous and it 
is hoped that a reasonable uniformity 
can once more come into being. 
The admission that auto and home- 
owners are becoming essentially mass 
market items is a primary basic change 
in the making, Mr. Keyser said. “‘Pet- 
ticoat’” underwriting of auto insur- 
ance—that which is designed to re- 
strict acceptances to the very select 


risks and throw the balance of 
the business to agency companies— 
won’t work because ultimately the 
majority of people who do not fall in 
this select class will demand an ac- 
counting, he stated. 

What is the average mutual agent 
doing about all this, asked Mr. Keyser. 
He’s making the best of automation, 
continuing to cooperate with his com- 


panies, improving his educational 
status, will write more commercial 
lines, have a mass marketing opera- 


tion in his own office, will be a better 





INSIDE U.S.A. 


CHANOLER . . . . . The San Marcos Hotel 
LITCHFIELD PARK. . . The Wigwam 
PHOENIX . . . . . . Westward Ho Hotel 
SCOTTSDALE NEAR 

PHOENIX... Casa Blanca inn 


LOS ANGELES . .. The Ambassador 


NTECITO 


SANTA BARBARA. . . Santa Barbara Biltmore 
pre ae 4 Casa Munras Hotel 


PEBBLE BEACH. . 


Ei Mirador 
Bel Monte Lodge 
SAN FRANCISCO. . Mark Hopkins 


Survey at a glance 


{() of the 
WORLD'S GREATES 


COLORADO SPRINGS . . The Broadmoor 

DENVER . . » « « » The Brown Palace 

pig AT CLEARWATER i Belleview Biltmore 
BOCA _. ee Boca Raton Hotel and Cluh 

FORT LA . Lago-Mar Hotel 

MIAMI, KEY NBIScAE - Key Bi e@ Hotel 

PALM BEACH . La Coquille Ciub 


PONTE VEDRA BEACH . » . Ponte Vedra 
ST. PETERSBURG . + The Soreno - 


Sun Valley Lodge 
SUN VMEEY. . «. . Sen Volley toe 
LS of outstanding meeting places, prepared by 
KENNEBUNKPORT . . . The Colony } 
a Te Robert E Warner, Inc., recognized leader for over a 
of a century in the field of hotel representation, 
BALTIMORE . . . . . Lord Baltimore : : : : +s 
CHESTERTOWN . . |”. Great Oak with service offices in key cities. 
WEST HARWICH . . . The Belmont 
DETROIT . . . . . .. Park Shelton Hotel 
MACKINAC ISLAND . . The Grand Hotel 
MINNEAPOLIS The Leamington 
EDGEWATER PARK . . . Edgewater Gulf Hotel 
ST. LOUIS . . . .. . The Chase and Park Plaza 
FRANCONIA . . . . . Forest Mills Hotel 
PORTSMOUTH. : . : Wentworth-by-the-Sea 
oe . 1g a 
WHITEFIELD . . . . . Mountain View House 
ATLANTIC CITY. . . . Chalfonte-Haddon Hall 
HADDONFIELD . . . . Cherry Hill Inn 
COOPERSTOWN . . . . Treadway Otesaga 
NEW YORK. |... The Biltmore 
WEST POINT. . . . . U.S. Hotel Thayer 
WHITEFACE-ON-LAKE 
PLACID . . . . . Whiteface Inn 
OKLAHOMA CITY . . . Skirvin and Skirvin Towers 
BEDFORD SPRINGS . . Bedford Hote! 
ee Rete! Nercaay 
PHILADELPHIA. . The Bellevue Stratford 
j c—ae 
PITTSBURGH . . Carlton 
POCONO MANOR . . . Pocono Manor inn 
SHAWNEE-ON-DELAWARE . ee Inn 
WERNERSVILLE . . . . Galen Hall 
SALT LAKE CITY . , . Hotel Utah and Motor Lodge 
MANCHESTER .. . . Equinox House 
The Cavalier 


VIRGINIA BEACH . . , 


WHITE SULPHUR SPRINGS The Greenbrier 
OUTSIDE U.S.A. 


WASSAU: . wt Royal Victoria Hotel 


PAGET . .. . » « Elbow Beach Surf Ciub 


HARRISON HOT 
SPRINGS, Be. 6 es 


BANFF, ALBERTA 
CALGARY, ALBERTA 
DIGBY, NOVA SCOTIA 
KENTVILLE, NOVA “SCOTIA 
LAKE LOUISE, ALBERTA . 
ee city, QUEBEC 
REGINA, SASK. 
ST. ANDREWS- BY- THE 
SEA, *. 


Banff Springs Hotel 

The Palliser 

Bigby Pines Hotel 

Cornwallis lan 

Chateau Lake Louise 

Chateau Frontenac 
The Saskatchewan 


. The Aigonquia 
. The Royal York 


TORONTO, ONTARIO . 
WINNIPEG, MANITOBA Royal Alexandra 


Pierre Marques Hotel — 
Hotel Del Prado 


ACAPULCO -. . . 
MEXICO CITY , ... 


CONVENTION LOCATION 


Yours for the asking, at no cost, is a complete survey 


1960 Edition CONVENTION DIGEST just printed 
For your free copy of this colorful, informative booklet 
mail the coupon, or phone the nearest Robert F. Warner office 


ROBERT F. WARNER, 
17 East 45th St., New York 17, N. Y. * MUrray Hill 2-4300 
Chicago * Washington * Boston * Toronto * London 


Harrison Hot Springs Hote! 


Robert F. Warner, Inc. 


17 East 45th Street, New York 17, N. Y. 
Please send me my free copy of the 1960 CONVENTION DIGEST 


NAME & TITLE 
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manager, plan for agency perpetua. 
tion, merge with other agencies whe, 
necessary, have better accounting ang 
personnel programs, and will selec 
his companies with great care. 

This average mutual agent will aly, 
seek reliability and sales aids frop 
his companies, be more sales ¢op. 
scious, and be more industry consg¢i. 
ous, Mr. Keyser predicted. The pre. 
sent agency system, like democracy 
is not always the most efficient, j 
is not always the cheapest, but it j 
always the best. 


Gives Survival Measure 


If the private insurance business ; 
to survive, no measures must be takey 
which will tend to eliminate the 
smaller insurance companies, Directo; 
Gerber, Illinois, said. He stated he ha: 
become concerned with this possibility 
during the hearings which he has beer 
conducting as chairman of the specia| 
subcommittee of National Assn. of In. 
surance Commissioners that is review- 
ing fire and casualty insurance rating 
laws and regulations. 

The great number of filings now be. 
ing made are a source of grief to in. 
surance departments, Mr. Gerber said 
whether they are called a manifesta. 
tion of free competition in the insur. 
ance business or elements in a rate 
war. There is need to steer a middle 
course which will not result in stifling 
of small companies, and the hope ij: 
that there will arise out of insurance 
some leader of giant stature who car 
guide the industry’s planning and 
thinking. 

During the hearings which his sub- 
committee has held—in Chicago, Bir- 
mingham, and New York—industn 
spokesmen have become increasing) 
frank in expressing their views on 
existing regulation, he noted, and the 
positions most recently taken repre- 
sent a large step away from thos 
previously held. Many new concepts 
now are being considered. 

Clyde H. Graves, actuary Mutua! 
Insurance Rating Bureau, New York. 
commented in detail upon the auto- 
bile rating situation. Stressing that 
the opinions were his own, rather 
than those of any insurance organiza- 
tion, he said competition for business 
inadequate rates, refined plans, varia- 
tion in policy forms, increases in the 
number of assigned risks, inadequate 
premiums for assigned risks, polities 
in the automobile field, and a nea! 
breakdown of cooperative rate-making 
are all inter-related. 


Adequate Rating Difficult 


As companies compete for the most 
desirable business in each classifica- 
tion and territory, develop numerous 
classification systems, introduce merit 
rating, and become more restricted in 
their underwriting, a larger and large! 
number of risks are forced into an as- 
signed risk plan and adequate rates for 
other than the “most desirable risk’ 


become more and more difficult t 
obtain, Mr. 


Graves stated. The ex- 
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perience base for rate making be- 
comes less reliable as variations in 
policy forms increase. Combination of 
experience becomes more and more 
difficult and less and less meaningful 
as classification systems multiply. 


Requires Uniformity 


Rate making in concert requires a 
high degree of uniformity in forms, 
rules classifications and territories, he 
said. With the trend toward independ- 
ent filings, optional bureau programs, 
and agency filings, stability in the 
automobile rate field becomes more 
and more difficult. The Mutual Insur- 
ance Rating Bureau has adapted itself 
to the current conditions existing in 
the field. If the trend toward disunity 
continues, the very existence of the 
bureaus as an instrument of service 
to its members and subscribers will 
become a matter of grave concern to 
all companies, rate supervisory au- 
thorities, and the general public, Mr. 
Graves concluded. 

Agents and producers apparently 
felt that replacing the old homeowners 
policy and the comprehensive dwell- 
ing policy with the multi-peril insur- 
ance conference form was a good pro- 
gram, the meeting was told by R. K. 
Fowler, assistant vice-president Indi- 
ana Lumbermens Mutual, who spoke 
on competitive pressures in the pack- 
age policy field. 


Did Not Understand 


Producers did not understand the 
necessity for a rate reduction and 
resented the reduction in premium 
volume for their agencies and the 
possible encroachment on their com- 
mission rate, he said. When the “new 
new” program came into being they 
were disgusted, not only with the still 
lower premiums, but also with the 
change in coverage just as they were 
getting acquainted with the new pro- 
gram. 

Faced with changes in coverage and 
rate in the homeowners policies the 
average agent wants to maintain the 
premium volume developed under the 
older homeowners program, and can 
do several things, Mr. Fowler stated. 
The agent can rewrite or renew 
his homeowners policy on a full cov- 
erage basis with all deductibles 
waived. He can renew the homeown- 
ers “A” policies with the broader 
form 2, or renew the “B” policies with 
the even broader forms 3 and 4. Or he 
can try to get better insurance to 
value. 

It is an advantage to the insurance 
company to have better insurance to 
value, Mr. Fowler said, but the waiv- 
ing of deductibles or substituting 
broader coverage for the same money, 
is not going to improve the compa- 
ny’s loss ratio. Agents have found it 
necessary to switch fire policies into 
homeowners policies on the low value, 
marginal or poorer class dwellings, 
which can be done at no additional 
cost to the policyholder. This is a pro- 
tection from loss of business rather 
than a device to maintain premium 
level. 


Successful In Homeowners 


Mr. Fowler said that mutual com- 
panies have been successful in getting 
a large share of homeowners coverage 
on their books, and that loss ratios in- 
dicate it is good business. The home- 
owners “rate war’ now in progress 
will squeeze mutual companies, and 
they must hold fast to the principles 
of mutual underwriting. They must 
find out what kind of homeowners 
risks they are insuring. If they do not 
they will find they are absorbing many 
of the sub-standard and marginal risks 





which have caused the dwelling fire 
loss ratios to turn sour during the 
past few years. 

Other speakers included James H. 
Lorie, University of Chicago, “The 
Economic Outlook”; Frank Lang, in- 
surance management consultant, New 
York (whose talk, “Operating Trends 
as Seen From the President’s Desk,” 
will be reported in a subsequent is- 
sue); Congressman Walter H. Judd, 
Minnesota, “World Affairs and the 
American Businessman”; and George 
D. Haskell, the alliance’s economist, 
whose talk on the federal tax status 
of mutual insurance was reported in 
last week’s issue. 


Wilkinson Retires After 


Long Hartford Fire Career 
Harold Wilkinson, assistant secre- 
tary of Hartford Fire, has retired after 
more than 40 years with the company. 
He began his career with the company 


in 1919. He was appointed special 
agent at Syracuse in 1920 and was 
promoted to superintendent of the 


home office claim department in 1944. 
He was elected assistant secretary in 
1950. 
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Architect’s drawing of the new manufacturing piant of American District 
Teiegraph Co. to be erected at Clifton, N. J. The new building, with a floor area 
of 100,000 square feet, will replace manufacturing and warehousing facilities 
now located in New York City. The executive offices will remain in New York. 





Mutual Bureau Revises 
M&C Rates In 14 States 


Mutual Insurance Rating Bureau has 
revised BI and PDL rates for M&C in 
14 states and District of Columbia. 

BI rates were reduced 9.2% in Colo- 
rado, North Dakota, South Dakota, and 
Wyoming; 2.3% in District of Colum- 
bia, and 20% in Kansas. There was no 
change for BI in Georgia. 

Rates for BI were increased 5.7% in 
Arizona, Nevada and Utah, and 8.7% 
in Delaware, Maine, New Hampshire, 
Vermont and West Virginia. 

PDL rates were increased 8.9% in 
all 14 states and District of Columbia. 


Pittsburgh Casualty Men 


Elect Voinchet President 


George Voinchet, Aetna Casualty, 
has been elected president of Casu- 
alty Insurance Assn. of Pittsburgh. 
Herbert G. Hardisty, National Union 
Fire, was named vice-president, and 
Walter F. Brown, Fund companies, 
secretary-treasurer. 

John A. Harrison has become an 
associate of General Insurors of St. 
Louis. Mr. Harrison has been a broker 
for 10 years, and formerly had his 
own agency, Harrison & Lund, in sub- 
urban Clayton. 
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Liability 


Liability and P.D. 


Damage 


330 South Wells St. 





* WORKMEN’S COMPENSATION AND ° 
OCCUPATIONAL DISEASE 


¢ COMPREHENSIVE GENERAL LIABILITY 


* Owners, Landlords and Tenants Public . 


¢ Manufacturers and Contractors including 
Contingent and Contractual Public ° 


* Products Public Liability and Property 


John Fahrenbach, President 
George F. Connors Jr., Vice President 
Robert L. Brody, Vice President 


METROPOLITAN INSURANCE COMPANY 


A STOCK COMPANY 


dedicated to the 


AMERICAN AGENCY SYSTEM 


Specialist in 


Beauty 


PLATE GLASS—50/50 AND FULL 
COVERAGE 

¢ BOILER AND MACHINERY 

¢ BURGLARY 


Chicago 6, Ill. - 


Elevator Public Liability and Property 
Damage 


All Forms of Malpractice Including 


Liquor Liability-Loss of Means of 
Support and Property Damage 


* AUTOMOBILE—FULL COVERAGE 


Telephone WEbster 9-5225 


Wallace J. Stenhouse, Jr., Secretary 
John X. Breslin, Asst. to Pres. 
Daniel J. Whiteford, Cas. Mgr. 
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‘ _ . ° e must be completely dependent on the ; 
Begin Competition For Unusual Risks Via Facultative laos of overage, Ail slong the JR |e 
the margin for profit left by competi. | lacks t 
(CONTINUED FROM PAGE 2) ment. At best, they can serve only as_ reinsurance treaty to pass on the bal- tion depends upon making certain that must ft 
sell more to more people at a lower tools to assist judgment. ance of the risk to its partner, the these laws operate. The average risk grated 
price than anywhere in the world, he The system used in the U. S. to reinsurer. The reinsurer in turn makes must produce the anticipated premium | ins S¢ 
declared spread risk is effective and simple, he retrocessional agreements which pass versus the expected loss and cost q } ploy 
Yet in the battle for efficiency, the said. The insurer first selects a sensible exposure to loss along in digestible predetermined amount to handle, | claims. 
business has sacrificed flexibility. The predetermined participation in all risks sized bites. There must, of course, be a sufficient Use O1 
insurance product is not vacuum of a given class or line of business to This machinery is set up on a mass number of risks involved to produce 
cleaners. The insurer sells judgment, be retained for its own account. It may production basis. Every individual risk overwhelming odds against the laws of ; The! 
and the only place it can sell it is at be a fixed amount of first loss or a in the insurer’s portfolio is going to be average being upset. insurip 
the underwriter’s desk. All the applied share part of all risks assumed. Then carved up in exactly the same sized Other common sense steps must be averag 
science and efficiency in the world the company enters into sort of a pieces and spread among the same taken, Mr. Frey pointed out. On the he obs 
cannot serve as a substitute for judg- business marriage contract called a participants. Obviously, the system capacity risk the original insurer limits flexibl 
its retention, and the reinsurer limits specifi 
its reinsurance. Further limitations indivic 
apply to specific classes of risk as | 28° 
matters of company policy. Or a risk The 
| may get on the prohibited list and be | THiS § 
specifically excluded under the rein- | these 
surance treaty. Then there is the one- | Under 
shot risk that wants to roll dice with | ThSs 
the underwriter for a few days or a consid 
few hours and always leaves when he | belns 
is ahead. On the substandard risk the | profes 
original underwriter can obey the law | P@2y 
of averages and say “no.” Finally, rate 1 
there is the risk that is just plain } terms 
unusual. The underwriter can’t identi- ultati' 
fy him, and once again it is easier and }  blesor 
wiser to say “no” than try to find out | have 
how abnormal it is. pany’ 
sured 
Where Do Misfits Go? a re] 
What happens to these misfits, these collec 
nonconforming fugitives from the law cates, 
of average? Who is going to give them gets 
ws a home? If any legitimate risk is insur- night. 
able at a price, who is going to do it? It 3 
There are various ways of accommo- — 
dating these outcasts, Mr. Frey ob- write! 
served. Secondary markets will pro- put 0 
vide additional capacity through direct have 
excess insurance on a price basis. — 
Specialty markets will handle sub- volve 
if standard risks and classes of business | Appr 
| which are on the prohibited list of Th 
‘ | most insurers. A few companies will . 
Be seek an answer to unusual risks | [her 
¥ ee ee ee eee . i } through special risk departments. The , 
Very often, he said, they are de- and d 
4 ported. The British are just as re- der 
* : nowned for the quality of their hand duced 
h DIVIDE d : CON WER th workmanship as Americans are for the asked 
W en yOu an WI efficiency of their mass_ production elimis 
techniques. The British have a system light 
' nd that permits them to split each risk shamet 
the NEW PHOENIX Monthly |} Premium Payment Plan from the top down, slice it sideways | lb 
. put the pieces side by side or one on pinta 
A 3 top of the other and put a tag on each yo 
i & component part. This is a very flexible re 
When clients balk at increased coverage because i = ZZ system that permits each participant ri 
that “lump sum premium”’ becomes a “‘load’’, you ' in the risk to use the law of averages ae 
can divide and conquer with the Phoenix Monthly i THE on a judgment basis. At the moment, gethe 
Premium Payment Plan — and sell more coverage. it is evident that 3,000 miles of dis- Le 
Your client pays premiums in “‘bite size” monthly tance has lent too much enchantment Cons 
payments ...so he can afford the added coverage : 1 ager lige on Neier 's oem, - reins 
h ilih tail inal te nik denne wneen : they are correcting their judgment. ; 
1¢ needs! And you benefit in all these ways: MONTHLY Their system, however, is proved, satan 
1. Offer choice of 2 plans — 10 payment for 1, 3, PREMIUM 2 LA N Mr. Frey said. Over the long run it 
5 year policies, 30 payment for 3 and 5 year j PAYMENT Hol 
policies. Only 1/10 or 1/30 down payment i Cai 
required. : - , — ms 
2. You forget about handling collections. i ae wie — on Th 
Insured pays Phoenix directly. | Send for Your Phoenix Salesmaker Kit form 
3. You run no risks — Phoenix does all the ii . ry 
financing. Interest is only 6%, down — =f oi | 
payment only 10%. \ Gy) 4 } tt rd es 
4. You get your commission right away — i San Phoenix of a 0 1 x ted f 
on the total coverage sold. No waiting. j INSURANCE COMPANIES e Surplus Line a si 
Start upping your coverage score today, Hartford 15, Connecticut e Excess Limits PDL 
with the new Phoenix Monthly Premium THE PHOENIX INSURANCE COMPANY ¢ Ocean Marine calls 
Payment Plan. Start collecting poeccednpptennnylitaneinntcynetentirrera i @ Errors and Omissions a 
commissions right away. @ Reinsurance (Facultative a 
P & Treaties) ines 
f 26 Court St., Brooklyn, N. Y.|| 2°! 
TRiangle 5-6230 subs 
a pe 
Personal Aftention for Your Problems in t 
$5,0 
pi the 
fina 
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works, even though it is cumbersome, 
jacks the eyes of inspection services, 
must function without the aid of inte- 
grated loss control or safety engineer- 
ing services, and must invariably em- 
ploy independent contractors to handle 
claims. 

Use Of Facultative 


There is yet another approach to 
insuring risks displaced by the laws of 
average, facultative reinsurance. This, 
he observed, is nothing more than a 
flexible means of spreading a single 
specific risk in accordance with its 
individual merits and the laws of aver- 
age. 

The procedure is quite different. 
This solution is offered at the source of 
these problems—at the desk of the 
underwriter who otherwise says “no.” 
This same underwriter is plagued with 
considerations which prevent him from 
being a purist in the practice of his 
profession—collateral business, com- 
pany policy, agency considerations, 
rate regulatory confinement and the 
terms of his reinsurance treaty. Fac- 
ultative reinsurance spreads the trou- 
blesome risk in such a way that it can 
have no serious effect upon the com- 
pany’s portfolio of normal risks. In- 
sured gets one satisfactory policy from 
a reputable company instead of a 
collection of policies, excess certifi- 
cates, and/or cover notes. The agent 
gets the business and can sleep at 
night. 

It isn’t quite as good as it sounds, 
conceded Mr. Frey. When the under- 
writer and the facultative reinsurer 
put their proposal together, two people 
have done a lot of thinking. This costs 
money. Two profit motives are in- 
volved. 


Approach Is Competitive 


The approach is highly competitive. 
There are rate regulatory problems. 
The offerings may be genuinely odd 
and difficult. For example, a few weeks 
ago a stranger from the midwest intro- 
duced himself on the telephone and 
asked how much it would cost to 
eliminate the woodpecker exclusion in 
light pole insurance. Another day the 
inquiry was for $5 million of products 
liability cover on the third stage of an 
intercontinental ballistic missile. The 
manufacturers of the first and second 
stages already had saturated the mar- 
ket here and abroad, and no one could 
figure out how to make the thing work 
unless all three stages went off to- 
gether. 

Last year a company on the West 
Coast wanted a fantastic amount of 
reinsurance on a one day railroad ex- 
posure—a one-way trip from Los An- 





Holds Single Limit Auto 
Can't Be Used In Illinois 


The Illinois attorney general has in- 

formed the insurance department that 
a single limit auto liability policy does 
not comply with the requirements of 
the financial responsibility act. A fil- 
Ing with the department was submit- 
ted for an opinion. The policy provided 
a single limit of $25,000 for BI and 
PDL. The financial responsibility law 
calls for $10/20/5 limits. 
The attorney general observed that 
if property damage under the single 
limit policy amounts to $20,000, the 
Insurer would seem to be obligated to 
Pay $20,000 for PDL in the absence of 
a notice of injury or death, but if, 
subsequently, it were discovered that 
a personal injury liability was involved 
In the accident, there would be only 
$5,000 to cover this item—less than 
the minimum amount required by the 
financial responsibility law. 





geles to San Francisco. It seems that 
there was a very important passenger 
on board traveling on pass. As a rein- 
surance problem, he represented sev- 
eral major difficulties. His name was 
Nikita Khrushchev. 

Then there was the distraught com- 
pany underwriter who wanted excess 
facultative reinsurance on a private 
passenger automobile risk, the under- 
aged son of a very important middle 
aged insured. The underwriter friend 
wanted short term reinsurance—2}2 
months. Why? Because the risk then 
would be 25 and company rules would 
allow him to write the required limits 
without special reinsurance. 

These risks may not constitute the 
No. 1 problem confronting the insur- 
ance business today. Perhaps they are 
No. 2 or 3. But, Mr. Frey warned, they 
have been multiplying fast, and an- 
swers to their plight are being sought 
in all directions. 

Multiple line underwriting is here 
to stay—it will not permit the isola- 
tion and rejection of a risk if it is just 
one aspect of an account that presents 
an over-all aspect of profit. 

The surplus line market was once a 
welcome solution to problem risks. Its 
fantastic growth and expansion, large- 
ly due to rate regulatory problems, 
have made it a competitive challenge 
to the licensed insurer. This market is 
here to stay. 

The non-admitted American insurer 
or surplus line insurer is a fairly new 
approach—it may be here to stay. 

Direct excess markets in both cas- 
ualty and property fields have enjoyed 
fantastic growth, Mr. Frey commented. 

The inevitable overlapping at the 
vague point where primary insurance 
ends and excess insurance begins 
often has placed these markets in 
direct competition with the normal 
American insurer. These markets are 
here to stay. 

These risks are in part a result of 
the U. S. system of insurance, with its 
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has what it takes for producers to: 
1 GET new business, and 
2 HOLD old accounts, and 
3 STEP AHEAD of competition. 


“The Producer’s Profitway”’ 
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BOSTON’S Modern Local “Home Office” 
Organization was planned for 


Youthful, progressive 
management of Boston 
insurance Group’s 
organization assures 

local independent 
Insurance Agents of 
cooperative, energetic 
support in achieving 
their growth goals. 

Decentralized “Home. 

©” Offices” are strategically- 

located, and staffed and 
authorized to render all 
decisions affecting Agents 
and their clients. 


If you seek greater 
development opportunities, 
you can rely on Boston's 
alert modern organization... 
efficient sales program... 
complete portfolio of coverages 
(Fire, Inland Marine, Ocean Marine, 
Casualty, Surety and related coverages) 
. .. Close liaison and fast claims service 
... and established reputation in the 
finest New England tradition to help 
you realize these opportunities faster. 
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Help them get set 
for more family fun 


@ That boat and outboard motor 
will add a lot to the enjoyment of 
family outings that are ahead for 
your clients and prospects. And 
what better time than now to re- 
mind them of the need for ade- 
quate insurance on their boats, 
outboard motors, boat carriers or 
trailers—whether ashore or afloat. 

Enough protection of the right 
type to cover loss or damage to 
boats and equipment; liability for 
damage to other boats as the re- 
suit of collision; as well as bodily 
injury liability protection to cover 
injuries to others arising from 
boating accidents. 





Providing this broad range of 
protection for boat owners—under 
participating policies which lower 
net cost—is just one of the ways 
that our agents are equipped to 
give buyers the better insurance 
value they want, whether it’s a 
Boats and Outboard Motors, 
Homeowners, or a Comprehensive 
Personal Liability Policy. Why not 
talk to one of our special agents 
about our AGENCY PLAN;; check 
on the opportunities it offers to pro- 
ducers to build premium volume... 
to put personal accounts beyond the 
reach of competition. 


(Cun Crealou/bfitid, 


INSURANCE COMPANY 


Indianapolis 7, indiana 


Western Department: Omaha 2, Nebraska 


FIRE - CASUALTY » AUTOMOBILE +: INLAND MARINE 











ARGONAUT 
INSURANCE ( 


Workmen's Compensation « Liability « Automobile e Fidelity & Surety Bonds 


through agents and brokers 


emphasis on the average risk. But to 
a far greater extent they are the 
product of the times—new exposures, 
fantastic values and frightening risks 
everywhere, he said. New discoveries 
and new problems for the underwriter 
are a daily occurrence in almost any 
field. Power and fuel, drugs and phar- 
maceuticals, food processing and syn- 
thetics for clothing, and building, elec- 
tronics, metallurgy and chemistry—the 
list is endless. At the same time, ad- 
vances in communication and transpor- 
tation seem to shrink the world faster 
than the business can absorb the risks 
of life and property in it. 


More By U.S. Insurers 


Mr. Frey is certain that the Amer- 
ican insurer is going to provide a 
better solution to the problems of such 
risks in the future. A long overdue 
revision of rate regulatory laws seems 
to be in the works and will do much 
to restore the flexibility necessary to 
handle the type of risk to which a 
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naanual can never supply a stereotyped 
answer. 

The professional reinsurer will as. 
sume greater responsibility, not only 
in providing the additional capacity 
required by many such risks, but also 
in devising new methods and ap. 
proaches which will make it the com. 
pany’s underwriting partner as well as 
his banker and which will provide the 
flexibility necessary to handle properly 
the unusual risk. 

Finally, he declared, the under- 
writer’s calling is going to be restored 
to the dignity it deserves. In the end, 
he must be responsible for not only 
acceptance or rejection of normal risks 
at predetermined terms. He must also 
exercise a high degree of discretion 
and judgment in deviating from such 
terms in accordance with the relative 
merits of individual risks which can- 
not be termed normal. He must also 
exercise a high degree of intelligence 
in spreading the exposure to loss in- 
volved in such risks. This is his job, 





Employers Re Has 
20% Gain In Quarter 


First-quarter premium income of 
Employers Reinsurance was 20% larger 
than a year ago. With the increased 
capital structure resulting from the 
sale of 100,000 shares of stock last 
month, “every effort will be exerted 
to acquire desirable accounts,” Frank 
Proper, president, said. 

“Tt has been the aim of management 
for several years to add to lines other 
than liability, but with the better ex- 
perience record taking place the com- 
pany will now seek to increase the 
volume in automobile and other lia- 
bility lines,” he added. 

Employers Reinsurance has started 
to acquire, on a limited basis, a small 
volume of foreign business. 

Net premiums written in the three 
months ended March 31 totaled $8,- 
494,440, up from $7,040,571 a year 
earlier. Casualty reinsurance showed a 
gain of more than $500,000; fire more 
than $600,000; auto liability was up 
nearly $400,000. 

The underwriting gain of $894,968 
was down from $1,094,616 in the 1959 
quarter. Investment earnings were 
$559,430, up from $483,721. Net earn- 
ings after taxes amounted to $952,681, 
equal to $1.59 a share on the outstand- 
ing 600,000 shares of stock March 31, 
compared with $936,420, or $1.56 a 
share, a year ago. 

A decrease in surplus for the quar- 
ter, after dividends and reserves, re- 
flected the decline in the market value 
of stocks. The net unrealized loss on 
securities in the period was $636,029, 
compared with a gain of $226,164 a 
year ago. 

Policyholders’ surplus March 31 was 
$23,430,141, a decrease of $275,279 for 
the quarter; a year earlier there was 
an increase of $804,207. 


Lumber Mutual Fire has appointed 
William E. Rodda multiple line agent 
at Orlando, Fla. 


Estimate $500,000 On 


Damage To Jet Airliner 

The TWA Boeing 1707 jet airliner 
which crash-landed at Idlewild, N. Y., 
after a flight from Los Angeles, was 
insured with Associated Aviation 
Underwriters. The hull was valued at 
$5.6 million, and an early estimate set 
the damage at $500,000. 

The landing gear of the plane col- 
lapsed and the plane skidded about 
2,000 feet before coming to a halt a 
few yards from Jamaica Bay. Friction 
between the aluminum pods that con- 
tain the engines, and the concrete 
runway touched off a fire. 


Harry Albershardt Retires After 
31 Years With Western Adjustment 

Harry F. Albershardt is retiring 
after 31 years in the Columbus branch 
of Western Adjustment. He _ was 
wielder of the Ohio Pond of Blue 
Goose for several years and became 
MLG in 1948. 

Prior to joining Western, Mr. Alber- 
shardt was in the dry goods and gen- 
eral merchandise business in Tipton 
and Elwood, Ind. 

His Columbus office associates had 
a luncheon in honor of Mr. Alber- 
shardt at which the guests included 
Executive Supervisor Gordon T. Refoy 
from Chicago; Regional 


and Mr. Albershardt’s son, William. 


25% Gain For Combined Group 


Premium volume of Combined of 
Chicago group was $9,886,103 in the: 


three months ended March 31. This 
represents an increase of 24.9% over 
the $7,914,248 in the comparable 1959 
quarter. 

The spring flight of Montana Blue 
Goose was conducted last week at 
Great Falls. The events included a golf 
tournament, initiation, business meet- 
ing, reception and banquet. 


Supervisor 
W. R. Keller; A. Ray Wells, retired, 





R. L. Thiele 
Manager 





NATIONAL INSPECTION CO. 


CHICAGO, ILLINOIS 


Service to Stock Fire Insurance companies for 57 years. 


Inspections and Underwriting Reports. 


P. A. Pederson 
Ass’t Manager 


C. H. Strong, Chief Inspector 











Some 0 
general m™ 
home offi 
Jane Rob 
vice-pres 
luncheon 
DiCicco 0 
Starkwea 
Illinois di 
also at th 
IDEA av 


Chica 


Wome 


Mark 


Despite 
spring of 
more tha 
long chill 
the annu 
en’s Day 
taff Exe: 
addition 
ers and @ 
on hand. 

Princiy 
Brown, 
Sons, an 
sistant i 
partment 
she is a 
tional A: 

One of 
was the 
member 
nual gra 
to furthe 
is in kee 





jor purty 
opment ¢ 


Qualific: 


To qu 
passed a 
examina 
of her ¢ 
ners ar 
America 

Recei\ 
Patricia 
Ruth He 
lian Ma 
and Bet 
Son. Th 
Anne F. 
berger & 
Trustees 
former 

Mr. B 
ance inc 
furtheri: 
in the | 
his firm 
its new 
that on 
surance 
but on 
(tai tim 











tality” « 
Sons ws 
This 
vent of 
lished { 
year sin 
certain 
busines: 
Brown 
21 your 
13 of tk 


















IDEA award winners.) 

Chicago Insurance 
Women Hold Lunch To 
Mark National Day 


Despite one of Chicago’s poorest 
spring offerings to date, weatherwise, 
more than 400 persons ignored a day- 
long chilling drizzle Tuesday to attend 
the annual National Insurance Wom- 
en’s Day luncheon of Insurance Dis- 
taff Executives Assn. of Chicago. In 
addition to the women, their employ- 
ers and a number of other guests were 
on hand. 

Principal speakers were Cameron 
Brown, president Geo. F. Brown & 
Sons, and Roberta L. White, field as- 
sistant in the home office agency de- 
partment of Aetna Casualty. A CPCU, 
she is also 1st vice-president of Na- 
tional Assn. of Insurance Women. 
One of the highlights of the program 
was the presentation of IDEA charter 
member fund awards, which are an- 
nual grants of $75 each to four women 
to further their insurance studies. This 
is in keeping with one of IDEA’s ma- 
jor purposes—to assist in the devel- 
opment of insurance women in Illinois. 





Qualifications Listed 


To qualify, each winner must have 
passed at least one part of the CPCU 
examination and be in the upper half 
of her class. Prospective award win- 
ners are also carefully screened by 
American Institute. 

Receiving the awards this year were 
Patricia Ellis of Marsh & McLennan; 
Ruth Hesler of R. H. Gore & Co.; Lil- 
lian Martin of Homeowners Mutual, 
and Betty Slater of R. Hill Carruth & 
Son. The presentation was made by 
Anne F. Cate of Stewart, Keator, Kess- 
berger & Lederer, chairman of IDEA 
Trustees Charter Member Fund and a 
former IDEA president. 

Mr. Brown said the Chicago insur- 
ance industry is indebted to IDEA for 
furthering the careers of young women 
in the business. He pointed out that 
his firm had made a survey of all of 
its new female employes and found 
that only 19% had any previous in- 
surance training. Education is needed, 
but on-the-job training is difficult 
and time consuming. Also, “job mor- 
tality” of women in Geo. F. Brown & 
Sons was running about 40% per year. 

This was, however, before the ad- 
vent of IDEA training courses estab- 
lished five years ago, he said. Each 
year since, a new class has been taught 
certain elements of the insurance 
business, law, values and the like, Mr. 
Brown said. “The first year, we sent 
21 young ladies and to date still have 
13 of the original group with us. Nor- 














Some of the head table figures at the meeting. From left: Donald K. Weiser, 
general manager Aetna Casualty, Chicago; Roberta L. White of Aetna Casualty’s 
home office, the principal speaker; Walter J. Wolf of Wolf, Collins agency and 
Jane Robinson of the same agency, IDEA president; J. B. Murphy, executive 
vice-president Edw. H. Walters & Co. agency and Ruth C. Roos of the agency, 
luncheon chairman; Cameron Brown, president Geo. F. Brown & Sons; Carole A. 
DiCicco of Starkweather & Shepley, IDEA vice-president; L. D. Stitt, president 
Starkweather & Shepley, and F. Vernon Rosenthal, assistant director of the 
Illinois department. (Anne Cate of Stewart, Keator, Kessberger & Lederer was 
also at the head table but at the time of this picture was busy rounding up the 


mally, by this time we would be lucky 
to have three or four.” He credited 
IDEA for the change in job mortality 
and declared that the new career in- 
surance women are being trained in 
these courses today. “Stability in our 
business depends a great deal on con- 
tinuity of employment,” he concluded. 

Roberta White, whose topic was 
“Dinosaurs, Catfish and Us,” related 
a number of aims and goals of Nation- 
al Assn. of Insurance Women and gave 
a few suggestions on how to attain 
them. 

Jane Robinson, IDEA president, 
Wolf, Collins & Co. agency welcomed 
the guests, and her employer, Walter 
J. Wolf, gave the response. James B. 
Murphy, executive vice-president Edw. 
H. Walters & Co. agency, was the final 
speaker, discussing briefly the grow- 
ing importance of career women in the 
insurance business. Ruth C. Roos, Wal- 
ters & Co., was chairman of the lunch- 
eon committee and presided at the af- 
fair. 

New Life Insurer Planned 

American Heritage Investment Corp. 
has been formed at Fort Wayne with 
Harold E. Seaman as president. He is 
also president of United Mutual of 
Fort Wayne. The primary purpose of 
American Heritage Investment Corp. 
will be the formation of a life insur- 
ance company. 
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A MULTIPLE LINE 
COMPANY OFFERING 
COMPLETE FACILITIES 
FOR TODAY AND 
PROGRESSIVE PLANS 
FOR TOMORROW 



























Pactric Inpemnemry Company 


* Home Office # Los Angeles 
Principal offices in Atlanta, Cincinnati, Dallas, Kansas City, 


Los Angeles, Oakland, Phoenix, Portland, San Francisco, Seattle 
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look to Indiana Lumbermens 
for: 


1. Prompt claims service. 
2. The latest in coverage. 
3. Professional advertising aids. 


4. Solid support from all departments—these plus 
factors can make your selling job easier and 
more profitable. 


Write to home office for full details. 
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American Equitable Assurance Company 
of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
[’stablished 1862 


Merchants and Manufacturers Insurance Company 


of New York 
Organized 1849 


New York Fire Insurance Company 


Incorporated 1832 






Corroon & Reynotps Group 
92 William Street, New York 38, N. Y. 




















... this home 


cost $15,000 
in 1950 - 


today it costs $22,650 


What about its insurance coverage? Has it been in- 
creased to value? How many properties in your 
area still have insurance coverage of 1950? 
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NEW HAMPSHIRE INSURANCE GROUP 


Granite State 
Insurance Company 


New Hampshire 
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WIIS Holds No. Cal. 
Speakers Bureau 
Annual At S. F. 


(CONTINUED FROM PAGE 9) 
terial highlighted the annual meeting 
of Northern California Speakers Bu- 
reau of Western Insurance Informa- 
tion Service at San Francisco. 

A joint meeting of the WIIS execu- 
tive committee, James G. Shields Jr., 
executive vice-president Industrial In- 
demnity, chairman, and the Northern 
California Steering Committee, James 
D. Gillespie, vice-president United 
Pacific, chairman, preceded the speak- 
ers seminar. 


Scharetg Is Keynoter 


The keynote address of the Speak- 
ers Bureau meeting, Raymond L. 
Knapp, property lines manager In- 
dustrial Indemnity, chairman, was pre- 
sented by Edward O. Scharetg, man- 
ager of advertising and public rela- 
tions Fireman’s Fund, and chairman of 
the newly appointed public relations 
advisory committee. 

“In view of recent criticisms of sev- 
eral phases of the automobile insur- 
ance business,” Mr. Scharetg de- 
clared, “it is becoming increasingly 
important that we devote our energies 
to the improvement of the public’s 
image of insurance.” 

Mr. Scharetg pointed out that the 
sincere efforts of the industry to pro- 
vide adequate markets for insurance 
and its many other contributions to the 
public welfare through accident pre- 
vention activities and the close super- 
vision of funds entrusted to us by the 
public must now be recited to help 
offset criticisms by segments of the 
public who have experienced some ir- 
ritation during this period of adjust- 
ing rates to meet changing risks and 
conditions. 


Wood Reviews Objectives 


In reviewing the objectives of WIIS, 
Albert H. Wood, executive director, 
said he felt the distorted picture of 
the industry’s unsolicited and un- 
wanted role of acting as the final 
arbiter of the right to operate a vehicle 
on public streets and highways must 
be brought into proper focus. Because 
of the leniency of licensing require- 
ments, the lack of proper training and 
the soft approach in the handling of 
violators, the nation, in effect, is 
condoning potential death and destruc- 
tion due to many unqualified drivers. 

“And yet,’ Mr. Wood continued, 
“because of the requirements of our 
financial responsibility laws, insur- 
ance companies are expected, either 
through their own sub-standard cov- 
erage arrangements, or through an as- 
signed risk plan, to write policies on 
admittedly hazardous or dubious risks. 
Then, if the company has the temerity 
to cancel flagrant cases, they are sub- 
ject to much criticism, usually through 
passionate letters to the editor or per- 
sonal complaints to their legislators.” 

Mr. Wood said, the stigma of mak- 
ing decisions in this category—of 
weeding out unfit drivers, of assum- 
ing the role of a policeman—should 
not be thrust upon the shoulders of 
the insurance industry. These are mat- 
ters for society to decide. These ques- 
tions should long since have been re- 
solved by society before such people 
ever reached the stage of receiving a 
license and, therefore, demanding in- 
surance and becoming, through this 
practice, a real burden to the great 
mass of conscientious drivers. If this 
picture can be straightened out, the 
public’s image of insurance should be 
much improved, Mr. Wood stated. 
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Gold Orders Another 
Reduction In Small 
Loan Credit A&S Rates 


RALEIGH, N. C.—Commissione 
Gold has ordered another reduction gj 
25 cents per unit on credit A&S cover. 
age sold in conjunction with smaj 
loans. The commissioner’s latest rulin; 
brings the premium down to $1.50 pe 
unit of $5 of monthly benefits. The ney 
rate becomes effective June 1. 

When the commissioner began yp. 
viewing credit A&S rates five year 
ago premiums were $3.30 per unit. 

The commissioner, at the same time 
abandoned his plans to _ institute , 
separate rating system for credit Ag 
sold by “captive” companies, saying ly 
agrees that “under the law a differep. 
tial cannot be established between ip. 
dependent companies and those tha 
are owned or controlled by financd 
companies.” 

He also issued an order to all com 
panies writing credit life and A&s§ j 
connection with small loans to th 
effect that all policies must be pre. 
numbered and all spoiled policies re. 
turned to the companies. 





American States Names 3 


Assistant Vice-Presidents 

American States has appointed E.R 
Hobbs, Donald P. Conover and B. ¢ 
Brissman assistant vice-president: 
Mr. Hobbs, who is fire manager, ha 
been in the business 29 years, the las 
five with American States. Mr. Con: 
over joined the company in 1943 ané 
is general sales manager. Mr. Briss. 
man, who is general underwritin 
manager, has 23 years of insurance 
experience and went with the compan) 
in 1954. 

New director is Louis A. Highmark 
of the Indianapolis law firm of Barnes 
Hickam, Pantzer & Boyd. 


Jackson & Brunson Appoint 

Ronald E. Miller has been nam 
state supervisor for Louisiana }) 
Jackson & Brunson, insurance mah- 
agers of Jackson, Miss. He will be 
based at Alexandria. j 





—_ i 

Leyton B. Hunter, formerly vice} 
president of Marsh & McLennan @ 
Atlanta, has joined the London agence) 
there as manager. London agency spe+ 
cializes in surplus lines. 





CADILLAC ASSOCIATES, INC. 
Insurance Division 

29 E. Madison Bidg. 

Chicage 2, Illinois 


e@ As the country’s largest executive 
placement service, we can find a man 
the career opportunity of a lifetime. 


e@ Our national coverage puts us in 
touch with employers in any part of | 
the country. 


Employers call on us in their search | 

for EXECUTIVE Personnel. 

© Opportunities are currently available 
in all categories: LIFE, FIRE, CASU- 
ALTY, BOND, A&H. 

@ CADILLAC is where more executives | 

find their positions than any where 

in the world. : 


H. J. ROBERTS, 
Manager - Insurance 




















All inquiries and contacts 
are confidential. 





N.Y 


advise 
across t 
family : 
lar or 
the pro 
cial sur’ 
Robe! 
elevatec 
Arthur | 
Raymon 
elected 
Mr. | 
since 1$ 
of an ag 
the age! 
H., ope! 
Carthag 
Mr. \ 
the late 
1935. T 
1884 k 
George 
tion jok 
is past 
club, cl 
munity 


Party | 


One 
cocktail 
had sig 
cent dr 
tion of 
Robert 
chairm: 
tee, an 
secretal 

One 
preside 
merrie! 
elected 
Brewer 
preside 

A nm 


Bid | 
Cou. 





interes 
of Mr. 
the offi 
the pre 
a stock 
idend, 
cern ' 
would 
holder: 
Fir ru: 
could | 
Ina 
pointer 
sold as 
share | 
the me 
idend | 
effort 
ageme 
ers.” 
Whi 
of und 
Co., tk 
Mr. Bi 
erated 
At t 
proxie 
on Ma 


Plair 
Edge 


Plaii 
injury 
were 
a sur 
Verdic 


| asked 


Sinc 
fendar 
while 
$9,985, 
award 


XUM 


T 


tes 
Loner 
tion of 
COVer. 

smal! 
ruling 
50 per 
le ney 


in re. 
Years 
it. 

; time 
ute ; 
t A&s 
ing he 
feren. 
en ip- 
e that 
inanc¢ 





com-| 
&S ip 
0 the 
> pre. 
es Te 


riting 
1raney 
npan} 


umari 
arnes 




















PRENALIUNAL UNUVEKWKIIEK 


N. Y. Convention Draws Top Attendance 


(CONTINUED FROM PAGE 1) 
advise the family on a reasonable, 
across the board program of adequate 
family security. There will be a simi- 
lar or even greater opportunity for 
the producer specializing in commer- 
cial survey work, he said. 

Robert B. Douglass of Potsdam was 
elevated to the presidency to succeed 
Arthur F. Blum of Rockaway Park, and 
Raymond A. Muth of Newark was 
elected executive vice-president. 

Mr. Douglass has been an agent 
since 1942 when he became manager 
of an agency in Potsdam. He purchased 
the agency in 1946. His father, Donald 
H., operates the A. F. Mills agency at 
Carthage. 

Mr. Muth entered the business with 
the late Walter R. Muth, his father, in 
1935. The agency was organized in 
1884 by Ray Muth’s_ grandfather, 
George W. Muth. Ray’s first associa- 
tion job was as a director in 1940. He 
is past president of his local Rotary 
club, chamber of commerce and com- 
munity center. 


Party For Bringing In Members 


One new feature this year was a 
cocktail party for those agents who 
had signed up new members in a re- 
cent drive which resulted in the addi- 
tion of 185, bringing the total to 2,116. 
Robert J. Stearns of Poughkeepsie, 
chairmn of the membership commit- 
tee, and John J. Jordan, executive 
secretary, handled the chores of hosts. 

One traditional feature, the past 
presidents dinner, was longer and 
merrier than ever. Mr. Blum was 
elected a vice-president. Herbert S. 
Brewer of Lockport, immediate past 
president, acted as emcee. 

A number of special features had 


Bid For Universal 
Could Be Stymied 


(CONTINUED FROM PAGE 1) 
interest in the offer nor any knowledge 
of Mr. Broad’s plans. Pointing out that 
the offer by Mr. Broad was followed by 
the present management’s proposal of 
a stock dividend and a larger cash div- 
idend, Mr. Golden said his only con- 
cern was that whatever happened 
would be in the interest of the stock- 
holders. 

Fir rush ad to 18 r bid for universal 
could be stymied 

In a letter to stockholders, Mr. Broad 
pointed out that Universal has never 
sold as high in the market as the $50 a 
share he is offering. He suggested that 
the management’s offer of a stock div- 
idend might be a “last ditch desperate 
effort to perpetuate the present man- 
agement to the detriment of stockhold- 
ers.” 

While Universal has had four years 
of underwriting losses, Talbot, Bird & 
Co., the managing company owned by 
Mr. Bird and John T. Byrne, has op- 
erated at a profit, Mr. Broad said. 

At the same time, he requested the 
proxies of stockholders for the meeting 
on May 24. 


Plaintiffs Enjoy Slight 
Edge In Chicago Courts 


Plaintiffs won 11 out of 21 personal 
injury cases in Chicago last week and 
were awarded $127,200 in damages, 
a summary by Cook County Jury 
Verdict Reporter shows. They had 
asked for $534,300. 

Since Sept. 1, 





1959, however, de- 


fendants have won 231 contested cases 
while losing 206. Plaintiffs had sought 
$9,985,020 in damages and have been 
awarded $5,013,778. 


been lined up for the ladies by Ann 
Weber of Monticello, including a Ha- 
waiian luncheon in muumuu costumes. 
Jack Weber, Monticello agent, her 
husband handled the booths. H. Lewis 
Kolodny of Monticello was general 
chairman of the convention, and Harry 
K. Lown of Batavia prepared the full 
program. Charles Norton and Brent 
Farrand of Liberty took care of regis- 
tration. 

The festivities culminated in a ban- 
quet at which Paul Jones of Tucson, 
president of NAIA, installed the offi- 
cers. Mr. Blum presented a presiden- 
tial citation to Richmond E. Thompson 
of Valley Stream, L. I., who edits the 
Nassau County Association Bulletin. 

There were fewer hospitality suites 
than have become traditional at Syra- 
cuse, the customary convention city. 
However, 29 firms held open houses— 
Aetna Casualty, American Casualty, 
American, Appleton & Cox, Boston, 
Chubb, Continental-National, Employ- 
ers Liability, Fidelity & Deposit, Gen- 
eral Accident, Glens Falls, Hanover, 
Home, Maryland Casualty, Millers 
National, National Union, New York 
City agents, Pacific National, Peerless, 
Phoenix of Hartford, Phoenix of New 
York, Royal-Globe, Springfield, Tra- 
velers, U.S.F.&G., W. A. Volpe & Co., 
and Zurich-American. 

Arthur L. Schwab of Staten Island, 
who ran the press room with efficiency, 
also reported on the new premium fi- 
nance law. This legally permits fi- 
nancing of premiums at a_ higher 
interest rate than simple 6%. Financ- 
ing of auto and personal property pur- 
chases previously had the legal right 
to charge more than 6%, but not pre- 
mium financing. 

Dave Johnson of Pensacola, Fla., 
chairman of the national advertising 
campaign, vigorously called for support 
of the Big I contributions. He pointed 
out that the exclusive agent com- 
panies are not going to let up in their 
advertising and merchandising. What 
is going to happen, he asked, when 
the big life companies get into the 
fire-casualty business? 

In his administration report, Arthur 
F. Blum of Rockaway Park emphas- 
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Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIGNAL UNDERWRITER 








writing Manager. 

CHIEF UNDERWRITER 

Capable of final decisions on risk quotation 
and selection. Capable of assisting under- 
writing manager. Five or more years mul- 
tiple line casualty insurance experience 
required. Positions available in Cleveland, 
Minneapolis, Cincinnati & Indianapolis. 


175 W. Jackson Bivd., Chicago 4, Ill 


EXCELLENT OPPORTUNITIES IN 
CASUALTY UNDERWRITING 


Aggressive casualty underwriters needed by one of the largest and fastest — multiple line 
insurance companies. We have openings for these positions with potential 


These positions call for someone under 40 years of age. Write Box P-67, National Underwriter, 


vancement to Under- 


SENIOR UNDERWRITER 

Capable of risk selection and quotation, 
Three or more years of experience in mul- 
tiple line casualty insurance necessary. 
Positions available in Cleveland, Minne- 
apolis, Cincinnati & Indianapolis. 








A Progressive Multiple Line Stock com- 
pany with excellent reputation and out. 
standing Underwriting record has position 
open for Fire and Casualty man to develop 
lowa business and manage district office 
in Des Moines. Two comp | and 
deviated. Auto furnished, liberal retire- 
ment, hospitalization and other benefits. 
Age to 35. Minimum 3 years Fire and Cas- 
ualty experience required. Some sales ex- 
perience helpful. Write Box P-35, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 





FIRE AND CASUALTY 
UNDERWRITER 


Small midwestern stock company with the know 
how, determination and surplus to become a 
prominent insurer seeks an ambitious man ex- 
perienced in all lines except auto. This opening 
represents an outstanding ground floor oppor- 
tunity for the man with management potential. 
Age to 40. Salary open. Your resume including 
personal data, experience, education and sal- 
ary requirements will be given prompt, serious 
consideration. Write Box P-60, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 














INSURANCE ACCOUNTING 
EXECUTIVE AVAILABLE 


Multiple line insurance accounting exper- 
ience 15 years;stock and mutual; thorough 
knowledge fire and casualty statements; 
budget preparation, income tax compu- 
tation, application of 1.B.M. tabulating 
methods, and scientific supervision; C.P.A. 
Address Box P-55, c/o The National Under- 


INSURANCE 
FIELD OPPORTUNITY 


An expanding Agency Multiple Line Mutual 
company has good opportunity for a qualified 
man to work out of Detroit Office. We have 
advancement opportunities if you can produce. 
Fire or casualty experience necessary wither as 
an agent, underwriter, fieldman or as a direct 
writer, Please give resume of your qualifications 
and salary requirements. Write Box P-40, c/o 








with heavy experience in all phases of Fire 
insurance. Very sales minded. Good production 
record as Fieldman and Fire Dept. Manager. 
Has Brokers license. Prefers Delaware Valley, 
but willing to relocate. Experience is right for 








ADMINISTRATIVE EXEGUTIVE 
DESIRES POSITION 


Experienced all phases multiple line insurance 
company operation, 17 years; including sales 
promotion; home office administration and un- 
derwriting; 10 years in general management. 
Detail experience fire and casualty rate devia- 
tion filings. C.P.C.U. Write Box P-59, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


pany, production, underwriting, engineering, 
or for agency or broker accountsman or engi- 
neer. Owns 1960 car and will travel. Write Box 


writer Co., 175 W. Jackson Blvd., Chicago The National Underwriter Co., 175 W. Jackson 
4, Illinois. Blvd., Chicago 4, Ill. 
EXECUTIVE TYPE MAN AVAILABLE 


Fire and Casualty Agency Executive in 
early thirties with 12 years broad experi- 
ence in all phases of agency management. 
Desires top level position with substantial 
agency, with opportunity to purchase in- 
terest in business. Capable of assuming 
general management. Salary requirement 
open but must be substantial. Reply Box 











Experienced Casualty Underwriter with milltary 
or civilian aviation background. Prefer C.P.C.U. 
with heavy fleet experience. Unusual oppor- 
tunity. Submit resume to Box P-14, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, III. 


P-62, National Underwriter, 175 W. Jackson P-63, National Underwriter, 175 W. Jack- 
Blvd., Chicago 4, Illinois. son Blvd., Chicago 4, Ill. 
UNDERWRITER GENERAL MANAGER WANTED 


Complete authority to operate fire and casualty 
insurance company. Must be experienced in 
supervising claims, accounting, statistical, under- 
writing and reinsurance functions. Excellent op- 
portunity-growing company. Interview by ap- 
pointment. Send resume and salary requirements. 
P.O. Box 35-736, Riverside Station, Miami, Fla. 








CASUALTY SPECIAL AGENTS 
Key openings in Cleveland and Milwaukee 
branch offices of a prominent Hartford Stock 
company. We are seeking experienced Casualty 
men with knowledge of Multiple Lines. Age to 
40. Reply in confidence giving full particulars. 
Box P-76, National Underwriter, 175 W. Jackson 
Bilvd., Chicago 4, Ill. 














A Midwest Independent firm wants a Fire and 
Inland Marine Adjuster with at LEAST FIVE 
YEARS EXPERIENCE. Possible partnership for 
Write Box P-71, National Under- 
175 W. Jackson Blvd., Chicago 4, Ill. 


right man. 


writer, 


CLAIM ADJUSTERS 


We have several ae for experienced Cas- 
ualty Claim Adjusters and Indi- 
ana. Applicants must bev a pos 2 ll of two 
Keni experience. All replies confidential. Car 
rnished. Liberal employee benefits. Reply 7 
-22, c/o The National Underwriter Co., 
Watt Jackson Blvd., Chicago 4, Ill. 





OFFICE SPACE 
FOR COMPANY BRANCH OFFICE 
IN DOWN STATE ILLINOIS CITY 
Write Box P-61, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 

















CASUALTY UNDERWRITER 
Milwaukee office of an Old Line Hartford Stock 
company seeks Multiple Line Casualty man. 
Must be capable of taking on delegated 
Underwriting responsibilities. Age to 40. Send 
resume of experience, education, desired salary 
range and age data. All replies confi- 
dential. Reply Box P-72, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 


SURVEY MAN 

WANTED: Insurance survey man for Boston firm. 
Expansion of international status has created 
need for college man to join our staff. Should 
have working knowledge of all general lines and 
ability to analyze coverages and prepare re- 
ports. Our firm does not sell insurance. Address 
Box P-64, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








TEXAS SPECIAL AGENT 


Opportunity for experienced Fieldman to grow 
with o— Old Line stock company, de- 
veloping Casualty business. Dallas area location. 
Age 28 to 35. Write to H. D. Knight, Secy.- 
Treas. 

PLAINS INSURANCE Co. 
Box 527 Cimarron, Kansas 





WANTED TO BUY 
an Insurance Agency in Ohio; preferably in city 
over 25,000 population, volume over 50,000, by 
a Multiple-Line fieldman with several years ex- 
perience in all lines of insurance. Write Box 
P-66, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 














UNDERWRITER—MANAGER 
Experienced large, small truck fleets, substandard 
passenger car, compensation, general liability, 
Cargo, training, supervising, ratemaking, com- 
pany admission requirements, Married, college 
graduate, will relocate. Age 35. Desire executive 
position, salary excess $10,000. Reply Box P-70, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Til. 
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ized the increased prestige of the as- 
sociation with the state legislature. 
Other groups as well as legislators 
now take their insurance problems to 
the association for advice and coun- 
sel, he said. The freedom of contract 
and premium finance bills both were 
signed into law. They were almost 
entirely the result of the association’s 
efforts. 

Mr. Blum expressed hope for future 
action by the legislature on the group’s 
efforts to eliminate solicitation of busi- 
ness by State Fund and on “owner- 
ship of insurance companies” legisla- 


tion. He praised the work of the as- 
sociation committees. 

In fire the association is urging 
that term rates, at least for dwellings, 
be carried only to the nearest two 
decimal places. This would save 
agents and companies time and ex- 
pense. Agents also want included 
in all dwelling forms cover of elec- 
trical damage to appliances from 
artificial causes with an _ optional 
$50 deductible. 

Loss of school business to deviat- 
ing insurers is a continuing problem. 
However, agents recognize that any 
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further reduction in rate would surely 
prompt a move for commission re- 
ductions. Further study is being made 
of the situation, he said. 

Promulgation of an auto merit rat- 
ing plan in the state, which was asked 
for in a resolution adopted by the as- 
sociation a year ago, will depend on 
production of adequate conviction and 
accident records by the bureau of mo- 
tor vehicles, W. H. Brewster of Na- 
tional Bureau, said in his talk on safe 
driver plans. The maintenance of ac- 
curate and readily available records 
at the state level is essential to the 
successful administration of the new 
rating procedure, he declared. 

Insuring the driver rather than the 
automobile was urged by Charles W. 
Norton of Sullivan County. He esti- 
mated that there are in use in the state 
10 million operator licenses. By in- 
suring the driver, a household with 
one car and four licensed operators 
would produce four premiums, which 
would be more commensurate with the 
exposure. The household with one car 
and one operator would pay a single 
premium. The operator that is in- 
volved in an accident would be charged 
with it and not the owner of the car, 
an obvious inequity, Mr. Norton 
pointed out. 

The same form of FS-1 (evidence 
of insurance) would be required to 
support the application for a license. 
He would add a detachable non-negot- 
iable certificate to be surrendered to 
the motor vehicle bureau upon oc- 
currence of the first accident for the 
overator involving BI or PDL of more 
than $100. With a subsequent accident, 
the operator would have to prove to 
the motor vehicle bureau where his 
certificate had gone. On renewal, if 
there were no accidents, the operator 
could surrender the certificate to the 
insurer and get a return of 15 or 
20%, depending on underwriting re- 
sults statewide. 


Commissions On Installments 


Allan B. Stevens of White Plains 
presented the resolution in which 
the ‘Westchester County association 
asked for elimination of the confusion 
presently surrounding ownership of 
commissions on installment policies. 
The companies introduced the install- 
ment endorsement in 1952, for use on 
three and five year contracts. This 
permitted the discount for the term 
but allowed insured to pay annually. 
A “ridiculously low interest of 1.6% 
is charged for the financing,’ Mr. 
Stevens said. Life companies charge 
more than 11% interest for quarterly 
payment of premiums, he said. 

When there is a change of producers 
during the term, who owns the com- 
mission? With prepaid policies, he 
noted, the originating broker or agent 
wrote the policy, collected the pre- 
mium, deducted his commission and 
remitted to the insurer. If insured 
changed producers during the term, 
most insurers recognized the new 
producer but he did not receive a com- 
mission until he renewed the policy. 
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Thus the companies followed the 
practice that a producer’s cominissign 
is fully earned when the policy jg 
written and the premium paid. 


Double Commissions 


With the installment policy, when 
insurance is transferred with the 
sale of real property, some insurers 
pay the commissions on the remaining 
installments in the term to the origin. 
al producer. Others, however, pay 
them to the new producer. Some ip. 
surers pay double commissions. 

Some producers, he said, are can- 
celling pro rata and rewriting (per- 
haps in the same company). For. 
merly, this did no damage but with the 
changed factors in the term rule, 
insured has to pay increased install- 
ments to the end of the term. 

The insurance department, Mr, 
Stevens said, takes a dim view of 
cancellation and rewriting so the new 
producer can get his commission. The 
department refers to this as twisting, 
he said, and will deal harshly with 
any producers who indulge in the 
practice. There are conflicting court 
decisions on the point of ownership, 
Mr. Stevens said, and no cases at all 
since the installment endorsement 
came into general use. 

Westchester County, he stated, be- 
lieves insured should be able to 
change producers and that the new 
producer should get the commission 
on subsequent installments if he is to 
service the policy and collect the in- 
stallments. 


How To Sell Package 


Representatives of Continental-Na- 
tional described the group’s “home- 
guard” combination of coverages and 
told how to sell it in one sales inter- 
view. The package comprises home- 
owners, reducing term mortgage re- 
demption life insurance and disability 
income. It does not include automo- 
bile. There are three policies, with 
the homeowners being issued by Na- 
tional Fire, the disability by Conti- 
nental Casualty, and the term life by 
Continental Assurance. 





The “packaging” is accomplished by | 


the sale, which utilizes a_ specially 
laid out sales brochure. The coverages 
are packaged again at the delivery of 
the policies through use of a policy 
wallet that contains all three contracts. 
Finally, they are packaged through 
use of a budget plan which permits 


payment for three contracts in one 
monthly check. 
Hugh S. Betts Jr., superintendent 


of agencies of Continental Assurance, 
said there is no tremendous demand 
by the public for packaging or one 
stop selling. Most of the talk is intra- 
industry. Of the “home-guards’’ sold, 
18% included all three coverages, 20% 
were composed of life and A&S, 55% 
included life and homeowners, and 


11% included A&S and homeowners. 
Property insurance agents sold 36% 
of the number sold. 

Home-guard hasn’t sold well, Mr. 
Betts said. Why? It has not been ag- 
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gressively presented to the public. One 
reason that many local agents are not 
excited about the combination is that 
they have not been able to handle the 
life because companies have fallen 
down in their training procedures. 
Life, he said, is a more complex 
product to sell than the other two be- 
cause of medical examination, inspec- 
tion reports, doctors’ statements, and 
the like. 

Also, he added, home-guard ac- 
tually offers no economy to the public 
because three policies are being un- 
derwritten in three separate compa- 
nies. However, the package should sell 
because of the monthly payment fea- 


AeNATIONAL UNDERWRITER 


ture, the commissions to producers, 
and the permanent nature of the life 
insurance. The latter should improve 
the persistency of the agent’s fire and 
A&sS business. 

Maurice W. Barger Jr., agency as- 
sistant of Continental Assurance, out- 
lined the sales steps and presented the 
brochure used in the presentation of 
home-guard. 

James J. Keller, manager of the A&S 
department of Continental Casualty at 
Syracuse, emphasized the need of A&S 
by the individual. He pointed out that 
for every fire there are 16.3 deaths 
and 113 accident and 678 sickness dis- 
abilities. 





Big Crowd For N. Y. Mutual Agents Meet 


(CONTINUED FROM PAGE 2) 
of Teachers College, Columbia Uni- 
versity, reported. He said those inter- 
ested in the project hope to develop a 
series of psychophysical tests which 
will give a meaning to licensing. 

One of the most promising develop- 
ments along these lines is a “word- 
association test” to predict violators. 
Research has established that the per- 
sonality of the driver is a significant 


influence in preventing accidents. 
However, no one has developed a 
practical means for measuring im- 


portant ingredients of personality. 
Pilot Test Form 


He said that his project at Colum- 
bia now has assembled a pilot test 
form which holds great promise as a 
meaningful and scientific psychological 
instrument for use by licensing au- 
thorities and insurance companies in 
revealing potential violators. The test 
form is based on the premise that 
what a car means to a person has an 
influence on how he drives it. The 
form is straightforward and easy to 
administer both to groups and indi- 
viduals. It takes little time and is 
non-fakable. Right answers are not 
self-evident. 

The form, he said, needs refinement, 
standardization and validation. For 
this purpose, he said, recently he 
sought $57,000 from an insurer but 
was turned down. However, with 
funds and resources provided or 
pledged by some members of the 
agents’ association, the project is mov- 
ing ahead. Refinement of the form 





Stuyvesant Promotes Kerin 

John F. Kerin, supervisor of claims, 
has been named assistant claims man- 
ager of Stuyvesant. He joined Stuy- 
vesant in 1951 at the head office in 
Allentown, Pa., and has served in 
the field as an adjuster in Detroit and 
Cincinnati, returning to Allentown as 
supervisor in 1957. 


eight 
valida- 


should be possible within 
months. Standardization and 
tion will take two years. 

The excess market is not in compe- 
tition with domestic insurers, Eugene 
A. Toale, executive vice-president of 
Wohlreich & Anderson, New York, 
said in his talk on excess line sales. 
It is an adjunct of the domestic mar- 
ket and a vital part of the service 
which competent agents can perform 
for insured. 


Capacity Problem 


If the agent is faced with a capacity 
problem on a risk where values pyra- 
mid to the point it can’t be placed in 
the domestic market, if the risk is 
basically a good one, it is possible to 
get coverage in an excess insurer at 
“warranty” rates. However, he said, 
even the excess market is not inex- 
haustible but can provide on reason- 
ably good risks between $5 million 
and $10 million of cover. 

A large amount of sub-standard 
business, if acceptable to domestic in- 
surers only in moderate amounts, can 
be placed in the excess market. A full 
application is necessary, with complete 
experience figures for five or six 
years. If domestic participation is 
good, warranty rates may be obtained; 
otherwise the rate for the coverage 
will be loaded and a deductible prob- 
ably will be applied. 


Liability Market 


Turning from fire to liability cov- 
erage, the excess market will charge 
more than manual and apply a de- 
ductible if the risk cannot be placed 
domestically, or if only minimum lim- 
its will be written by domestic insur- 
ers. In addition, it is usual to require 
an inspection of the premises. Frills 
in coverage are avoided. 

In getting higher liability limits— 
above what domestic companies will 
write—occasionally the higher layers 
become more costly because the mar- 


ket thins out and the only way to get 
the cover is to pay a higher rate. 
Amusement parks, rodeos, certain 
types of malpractice, and film produc- 
ers indemnity or non-appearance cov- 
erages generally are relegated to the 
excess market, he said. 


Some Risks Uninsurable 


Contrary to opinion, not everything 
can be insured, Mr. Toale observed. If 
the risk is not basically insurable or 
if it doesn’t lend itself to a creditable 
rating plan, it is possible that it can- 
not be placed in any market. 

He noted that umbrella liability cov- 
er is helpful in avoiding the danger of 
a serious liability loss by a producer 
who unknowingly fails to provide for 
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insured’s liability needs in some re- 
spects. 

There will be no reduction of taxes 
in 1960, Horace Landry, CPA, told 
mutual agents. He warned agents that 
they must improve their record-kKeep- 
ing, especially in the areas of travel 
and entertainment expense, because 
Internal Revenue Service is bearing 
down more and more in its review of 
business deductions. 

Mr. Landry urged more tax plan- 
ning to reduce individual tax bills to 
the extent the laws still permit. More 
consideration should be given to the 
type of business entity, to accounting 
methods, to periodic review of busi- 
ness activities, and to other personal 
income sources. 
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Editorial Comment 


Keener About Performance Than Price 


With so much conversation nowa- 
days about prices, rate preference, 
discounts and the like, it was refresh- 
ing to listen to a recent conversation 
in which none of these matters reared 
their close-cropped heads. 

Participants were an Insurance Con- 
sultant and a Corporate Insurance 
Buyer. The corporation is a pipeline 
and uses 10 airplanes in its operations 
—to inspect the terrain under which 
its pipelines run or to transport execu- 
tives on business of the firm. 

The IC said he is recommending $20 
million cover for industrial aide planes 
because of the very great property 
damage catastrophe hazard. He would 
prefer $25 million (single limit for BI 
and PDL) but can’t always get it. 

The CIB was mildly interested. But 
when the IC recommended doing away 
with admitted seat liability for the 
planes, the CIB said no. He wants to 
be sure that his pilots—and other com- 
pany employes using the planes—get 
paid. 

The CIB was not impressed by the 
saving in cost per $1,000 of coverage— 
75 cents against $4. Fringe benefits of 
this kind that are in the interest of 
personnel are highly cherished—and 
promoted—by the corporation, he said. 
The firm spends more than 30% of 
payroll a year for fringe benefits. The 
company operates as a monopoly but 
its has a low ratio of labor cost to 
capital investment and the important 
thing is to keep employes and prevent 
turnover. Many employes are highly 
skilled, and there is considerable com- 
petition for them. 

But even with unskilled employes 
the firm is anxious to maintain con- 
tinuity. The lowest paid laborer gets 
$20,000 of group life insurance, $10,- 
000 of it paid up at retirement. The 
retirement pension is generous—the 
credit earned by the employe each 
year in this respect is 3% of salary. 
One employe recently retired on a 
pension of 91% of his annual salary. 
Employes also get up to $150,000 of 
accident coverage, major medical and 
basic hospitalization and surgical—all 


of it non-contributory. 

Through the CIB indicated that he 
was interested in the cost of coverages, 
his main concern is with what insur- 
ance does, its performance. 

Here was a buyer, also, who does 
not believe that every risk a corpora- 
tion runs can or should be transferred 
to an insurer—earthquake or land- 
slide coverage against pipe destruction, 
for example. The risk and cost are 
there. One pipeline split recently for 
more than eight miles as the result of 
weather conditions—it happened in a 
few seconds and cost $150,000 to repair. 
The corporation must take some risks 
to be in business, the CIB opined. 

A client of this sort might be the 
answer to many of today’s problems of 
the producer, if the latter could put 
one like him on the books say once a 
year.—K.0.F. 





Personals 


Paul Wilson, senior vice-president 
of Standard Accident, has been award- 
ed the Silver Antelope, highest regional 
honor for distinquished service to Boy 
Scouts of America. He is a vice-presi- 
dent of the Detroit area council of the 
Boy Scouts. 


Robert C. Tricker, Pontiac, Mich., 
agent, has been elected Great Lakes 
district governor of Civitan Interna- 
tional. 


O. E. Stieringer, purchasing agent 
of the National Underwriter Co., has 
been honored for his monograph on 
the organization and functions of a 
publisher’s purchasing office. Mr. 
Stieringer was presented with the first 
award of the Cincinnati Assn. of Pur- 
chasing Agents. The study was a 
contribution to a purchasing seminar 
at the University of Cincinnati. 


Samuel Levin of the Chicago in- 
surance law firm of Levin, Upton & 
Glink, last week was elected presi- 
dent of the Bar of the 7th Federal 
Circuit. This is the organization of 
lawyers who practice in the federal 
courts in Indiana, Illinois and Wis- 


consin, and it is the only one of its 
kind in the U. S. 


Leon H. Doman, vice-president and 
general counsel of American Foreign 
Insurance Assn., was honored at a 
luncheon given by the AFIA Legion at 
the Lawyers’ Club, New York City, on 
his 40th anniversary with AFIA. 


Deaths 


JOHN F. VAN DEUSEN, 64, who 
was in the production department of 
Commercial Union on his retirement 
several years ago, died at his home at 
East Quogue, N. Y. Before joining 
Commercial Union he had been vice- 
president of Allan H. Bonito agency 
in New York. 


F. CHESTER LEE, 72, owner of the 
F. C. Lee agency of Grand Rapids until 
he retired four years ago because of 
illness, died. 


MASON CARLETON, former state 
agent in Colorado for St. Paul F.&M., 
died at his home in Denver. Mr. 
Carleton was in the local agency busi- 
ness after leaving St. Paul F.&M. 


DR. CHARLES L. MATTES, 77, 
president of Capitol Town Mutual of 
St. Louis, died at Kirkwood, Mo., of a 
heart condition. He was also chairman 
and medical director of Reliable Life 
of Webster Groves, Mo. 


JACKSON V. PALMER, 66, Waynes- 
boro, Va. local agent, died in the 
hospital there. He _ established his 
agency in 1919. 


EDWIN W. STUART, retired Chat- 
tanooga, Tenn., local agent, died at the 
home of his daughter in Evanston, III. 
He operated the agency for more than 
50 years. 


EDWARD H. WALTERS, 64, who 
headed the Chicago general agency 
bearing his name, died there in Michael 
Reese Hospital. In the insurance busi- 
ness more than 40 years, he formed his 
own agency in 1930. He was a past di- 
rector of Chicago Board of Underwrit- 
ers. 


F. PORTER GORE, 74, chairman of 
Francis C. Carr-Fox & Pier, New York 
brokers and average adjusters, died 
in the hospital in New York. Mr. Gore 
began his insurance career in 1904 as 
assistant to the general manager of 
Underwriters Salvage Co., Boston. In 
1906 he went with Johnson & Higgins 
in Boston and in 1909 was transferred 
to its New York office. Later he man- 
aged this firm’s Montreal office. In 
1920 he joined Rodgers & Carr, pred- 
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ecessor of the firm of which he was 
chairman at the time of his death, 


Stocks 





By H. W. Cornelius of Bacon, Whipple ¢& Co, 
Chicago, May 17, 1969 


135 S. La Salle St., 


Aetna Casualty 
Aetna Fire 
American Equitable 
American, Newark 
American Motorists 
ID. ihkcesenvacenscastacesnwnsniansixess 
Continental Casualty 
Crum & Forster 
Federal 
Fireman’s Fund 
General Re. 
Glens Falls .............. 
Great Arnerican ... 
Hartford Fire 
Hanover 
Home of N. Y. 











Jersey Ins. 
Maryland Casualty 
Mass. Bonding 
National Fire 

National Union 
















New Amsterdam Cas. ............. 47 501, 
PHO TERUIIIGTTS cvcsccscnccsssssssscssecsssee 493, 521, 
DOETN, DROE, cis cecsovecceveceserencivectcasavess 35% 37%, 
CRD: CUMIEY  scceescscincecsecccsesssessseeee 24% 281, 
BOI, SIMU, | ~ cecnennosnsassnsessnsrcennet 15% 781, 
PROV. WOM. ccecesessecesssosersensscsvecsevesose 20% 221 
Been: GOP. CE TE. De. scsssssestcesseces 201, 224, 
RE SREEES Een EEN OLE UOT ETE 51% 53%, 
Os: PNR Re Re a assesstseienesivescece 5334 56}, 
Springfield F. & M. 0.0... 30 321, 
Standard Accident 2.0... 46%4 491, 
Travelers 7514 9 
U. S. F. & G. 3814 40!, 
1 Os EO. conincemnimnnaannnnae 27% 291 





Agent Commission Bills 
Die In Mississippi House 


A series of agent-backed bills af- 
fecting commissions died on the calen- 
dar of the Mississippi lower house 
when it adjourned. They had been 
passed earlier by the senate. 

The measures, if enacted, would have 
prohibited a rating or advisory organ- 
ization from proposing any filing that 
would have the effect of regulating 
commissions. Companies entering into 
a combination to regulate or modify 
commissions would be considered in 


violation of the state’s anti-trust and} 


anti-combine laws. 

Other bills supported by agents which 
died with the legislature’s adjournmen! 
proposed a study of workmen’s com: 
pensation rates and asked for an in 
crease in casualty company assessments 
for the insurance commission fund. 


Saulcy To Install Officers 
Of St. Louis Blue Goose 


E. C. Saulcy, Most Loyal Grand Gan- 
der of Blue Goose International and é 
member of the Michigan pond, wil 
install new officers of the St. Loui 
pond at the annual meeting May 23 @ 
Clayton, Mo. More than 30 goslings 
will be initiated at the gathering. 

St. Louis pond has been invited t 
present the model Blue Goose initia 
tion ceremonies at the 1960 Grand Nest 
Meeting to be held in Detroit, Aug 
7-12. Members of the St. Louis initia 
tion team have been practicing fo 
many weeks and the induction of the 
new class of goslings May 23rd will be 
in effect, the last dress rehearsal fo 
the demonstration at the Grand Nest 
Also on the May 23rd program will b 
the presentation of special awards 
individual members of the St. Loui 
pond. 


Insurance Women of Austin (Tex: 
held a 
homeowners policy, package policies 
inland marine and garage liability. At 


tendance was about 90, and Mrs. Dor0-/ 


thy Raatz of McCall & Hibler © 
agency presided. 
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Program Announced 
For NAII Workshop 
AtS.F. Next Week 


Study sessions in claims, multiple 


_|line underwriting, statistics, assigned 


risks, policy forms, and _ personnel 
administration have been scheduled 


._Ifor a workshop of National Assn. of 


Independent Insurers, May 25-27, at 
San Francisco. Featured luncheon 
speaker Wednesday will be Jack 
Adamson, president of Insurance 
Brokers Exchange of California. 

The formal program begins Wednes- 


‘| day morning with a claims workshop 
‘land a joint session on multiple line 
:} underwriting, 


statistics, and policy 
forms. 

Claims people will consider “Evalu- 
ation of Bodily Injury Claims,” a panel 


discussion moderated by Waldo Pond, 


‘! Cal-Farm Ins. Co. Panelists are David 


W. Johnson, State Farm Mutual; Carl 
Wymore, Employers Re; and J. J. Mal- 


“| lon, Preferred Risk Mutual. 


Panel On UM 


Another claims panel will discuss 
David 


moderator. Panelists are Thomas J. 
Casey, Allstate, and Alfred B. Smith, 
Pennsylvania Threshermen & Farm- 


‘l ers’ Mutual Casualty. 


Claims panelists at the first after- 


24 noon session on the “Use of Electronic 


Recording Equipment in Claims In- 
vestigations” will be Russell R. Wilson, 
Casualty Underwriters, moderator; 
Harry L. Martin, Transit Casualty; and 
Farmers Ex- 
change. This will be followed by panel 
on “Integration of Fire and Casualty 


‘| Claim Handling” moderated by Ted 


Emerson, Oregon Automobile. Panel- 
ists are C. A. DesChamps, Fireman’s 
Fund, and Robert Tebbin, Farmers 
Automobile. 

The Wednesday morning joint ses- 
sion will open with a panel on fire 
insurance, at which C. Otis Shaver, 
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Nationwide Mutual Fire, will serve as 
moderator. Panelists include C. A. Ruff, 
Indiana Department, and Russell Shaw, 
M.F.A. Mutual. 

Henry L. Moffett, Keystone, will 
moderate a discussion on package 
policies. Panel members are John E. 
Chambers, Olympic; Mr. Shaver; Mrs. 
Helen C. Calcaterra, Farmers Mutual of 
Nebraska; E. S. Robinson, Preferred 
Risk; and William C. Shulte, St. Louis 
insurance group. 


Two Simultaneous Panels 


Two sessions—statistical, and a joint 
meeting for claims menand under- 
writers—will run simultaneously on 
Thursday morning. The joint session 
will be devoted to developments in the 
compact car field. D. N. Tanner Jr., 
Detroit Automobile Inter-Insurance 
Exchange, will moderate a panel on 
the “Impact of the Compact.” Panelists 
are T. C. Purcell, Chevrolet Central 
Office; G. S. Barquist, Motors Insur- 
ance; J. S. Sargeant, Fisher Body 
Division; T. O. Munn, Chevrolet En- 
gineering; J. H. Walgren, Allstate; and 
Don Krueger, Farm Bureau Mutual of 
Iowa. 

Moderator of the statistical panel 
will be C. Erickson, Zurich. Panelists 


are Catherine Mick, Farm Bureau Mu-- 


tual; Robert Willis, National Mutual 


’ of Washington, D.C.; and James Rein- 


bolt, Olympic. 
On Thursday afternoon, claims peo- 
ple will discuss ways of improving 


, claim procedures. This panel will be 


moderated by Max Wier Jr., United 
Services Automobile Association. Pan- 
elists are William Dashiel, Civil Serv- 
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ice Employees; R. Hartwell Bowling, 
Southern Farm Bureau’ Casualty; 
W. D. Billingham, Farm Bureau Mutual 
of Kansas; and Richard West, Olympic. 

The assigned risk session is sched- 
uled for Thursday afternoon also. 
Moderator will be F. A. Holderman, 
Zurich. Panel members are Thomas 
Aston, California Automobile Assigned 
Risk Plan; E. R. Haffner, Washington 
Automobile Assigned Risk Plan; Wil- 
liam Heinrich, Allstate; A. E. Kraus, 
Government Employees; Forest Lom- 
baer, Nationwide Mutual; and John C. 
Kerrick, American Assn. of Motor 
Vehicle Administrators. 

Two sessions—personnel administra- 
tion and a joint meeting, casualty 
underwriting and statistical—will run 
simultaneously Friday morning. Forest 
Lombaer, Nationwide Mutual, will 
be moderator of the personnel admin- 
istration session. Panelists include Paul 
Briney, Allstate; Mrs. Jean Moye, 
United Services Automobile Associa- 
tion; and Carl R. Harrington, Nation- 
wide Mutual Co. 

Carl R. Russell, Meridian Mutual, 
heads up the joint casualty underwrit- 
ing and statistical session. Panelists are 
Bernard S. Glassman, National Mutual 
of Washington, D. C.; Thomas H. Prehn, 
Universal Surety; Waldo V. Siegfried, 
Nationwide Mutual; Frank A. Knowlan, 
Harleysville Mutual Casualty; Neal 
Garrison, California State Automobile 
Association Inter-Insurance Bureau; 
Russell Wilson, Casualty Underwriters; 
and Leo Selinger, Civil Service Em- 
ployees. 


Okla. Agents Hold 
Convention In Tulsa 


(CONTINUED FROM PAGE 5) 
Mike Powers, University of Oklahoma, 
and J. C. O’Connor, secretary the 
National Underwriter Co. 

In addition to E. M. Burk, Enid, new 
president, other officers of Olahoma 
Assn. of Insurance Agent are S. D. 
Whitehurst, Oklahoma City, president- 
elect, and Jodie Williams, Ardmore, 
vice-president. M. O. Breeding, Okla- 
homa City, was reelected secretary 
and Carroll Swickey, Oklahoma City, 
continues as executive secretary. J. M. 
Ford, Lawton, H. J. Parrish, Tulsa, 
and Tom Weaver, Bartlesville, continue 
on the executive committee, which 
was increased from eight to 10 mem- 
bers. The new members are Carl 
McKinnon, Guymon; B. H. Shriver, 
Ponca City; Ben Claiborne, Altus; 
Charles Fassino, McAlester; R. O. 
Gumerson, Guthrie; K. C. McGugin, 
Enid; and Hugh Ratcliff, Vinita. 

The Oklahoma agents adopted a 
resolution urging abolition of the state 
workmen’s compensation fund and 
substitution of an assigned risks pool 
in private companies. The resolution 
stated that the fund was created to 
provide insurance for risks which 
could not obtain coverage elsewhere, 
but it has departed from this and is 
now operating competitively, on a 
selective risk basis, and enjoying free- 
dom from taxes in competition with 
private companies. As a result, the 
resolution stated, there is no market 
for some risks, the fund has failed in 
its purpose and should be replaced by 
private insurance, plus an assigned 
risks plan. 


Form Inspection Co. At Chicago 

L. E. Cichon, for 11 years with 
O’Hanlon Reports, the last seven as 
manager at Chicago, has formed All 
Risk Inspection Co. there, which will 
handle all phases of inspection. Mr. 
Cichon is president and general man- 
ager. 


Comments On The Insurance Field 


From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago. 


The offer by Shepard Broad to buy 21,000 shares of Universal Ins. Co. at 
$50 per share again stirs interest in the so-called discount situation in the 
insurance field, just as the Mass. Bonding offer did recently. Universal has 
long traded at a radical discount from capital value and net worth, at less 
indeed than 50% of capital surplus alone. These discount stocks tend to sell 
on such a basis year after year until and unless they excite a bid that is ex- 
hilarating in relation to market but still would give the buyer a good edge. 

There is frequent speculation on the possibility of capturing one of these 
companies and actually putting it to rest, complete liquidation or turning it ex- 
clusively into an investment company. This is fantasy. Norton Simon tried it 
with Security Ins. Co. of New Haven and only succeeded in shaking it into the 
hands of a first rate operating executive in the person of Clayton Gengras. There 
may be a rare, uncomplicated company that could reinsure its liabilities and 
otherwise disengage itself from the insurance struggle, but it would be very 
exceptional. 

This underlines the virtue of management minding stockholder relations. 
Those companies whose stocks fare best and which offer no cushion of liquidity 
for organized bargain hunting are those in which the prestige of the stock is 
valued and cultivated. Usually, too, there is esprit de corps in such a company 
and agent and employe relations are tops, too. 

a 
ze 704 

Last week before the general market showed new vitality fire-casualty in- 
surance stocks remained firm, some tried to creep higher and Continental 
Casualty continued to be in exceptionally strong demand and closed within an 
eyelash of its all-time high. The life stocks remained tired and reactionary. This 
in the face of strong life insurance sales, with many companies enjoying record 
production and excellent earnings prospects. Paradoxically, the very thing— 
high interest—that so accents life insurance profits today has caused investors 
during the four months of the ragged general market to seek securities with 
immediate income to the neglect of life insurance shares with their plowback. 
This is one of the reasons why life insurance shares have gone out of style 
momentarily. The growth label is not, in the view of the financial community, 
so surely attached to the life stocks as it was, due mainly to the puzzles of the 
new federal income tax. It may take the evidence of 1960 annual statements to 
re-establish their claim to that label. So, lacking yield and with skepticism 
being voiced as to the growth pattern, life shares have been shaken down to the 
point that they are selling more on a parity with blank stocks so far as price- 
earnings ratios are concerned. They still comprise magnificent compound in- 
terest machinery and the intrinsic values today are more inviting than they 
have been for years. 
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ee 
Insurance shares were firm as the new week opened. United Ins. Co. was a 


feature on the upside on reports of another stock dividend around the corner. 
| 


The Commercial & Financial Chronicle of May 12 had three articles bearing 
on insurance. A. Wilfred May in his “Observations” column, suggests that the 
life companies may become much heavier investors in equities. There has al- 
ready been some increase in “the leaning toward the common stock” and “fur- 
ther potential is enormous.” He mentions Penn Mutual, Lincoln National, John 
Hancock, Mutual of N. Y., Mass. Mutual, State Mutual, National Life & Acci- 
dent, Occidental Life and Equitable Society as equity leaners. He explains how 
dividends give the life companies better take home pay than do fully taxable 
bond income. The common stock has gained “respectability” in the variable 
annuity idea. “Whatever the exact source of the fillip to the life companies’ 
swing into common stocks, there is plenty of room for further additions below 
the legal limitation. And, incidentally, there is plenty of leeway behind the 
British, whose life company portfolios are way ahead of us in the inclusion 
of equities.” 

Another article ‘“Terminological Appraisal of Life Insurance Stocks” is by 
Hugh M. Ettinger of Merrill, Lynch, Pierce, Fenner & Smith. He gives a 
thoughtful and comprehensive view of the nature of life insurance earnings 
and concludes with the cautionary note that any “rule of thumb in valuing life 
insurance will be only an approximation. The actual valuation will vary from 
company to company, depending on the type and quality of business written.” 

The third article is an enthusiastic appraisal of American Heritage Life of 
Jacksonville by Dr. Ira U. Cobleigh. He thinks they have a good thing in what 
he calls the “exposure” method of selling. This seems to be the familiar payroll 
deduction plan with fresh bounce. He refers to the insurance desk activity in 
supermarkets. However I think the way has yet to be found to convert shoppers 
into life insurance policyholders on any kind of a scale. Sears, Roebuck gave 
it up on its first attempt back in the 30s with Hercules Life. Where fire and auto 
insurance are offered in the stores, mortgage redemption insurance can be pre- 
sented in a natural way when filling out the application for property coverage. 
But basic life insurance selling seems to call for traditional methods. This is not 
to say of course that ways can’t be found to take advantage of the accessibility 
of the shopper to try to arrange interviews. Dr. Cobleigh also said American 
Heritage is tapping the resources of its 17,000 stockholders to boost sales. Amer- 
ican Heritage, he said, has an impressive board of directors, and the operating 
management, merchandising skill, zeal and energy conducive to corporate great- 
ness.” 

—ll|— 

A. M. Kidder & Co., New York, re released studies of Springfield-Monarch 
and of Mass. Protective. Estimating 1960 net earnings at $3 and an eventual 
increase in the dividend rate, Kidder recommends Springfield. As to M. P. A. 
the view is that the current price “fails to reflect adequately the company’s 
favorable record and the value of its interest in the life insurance business.” 

om | | a 


Blair & Co., New York, in a new study by George Geyer, highly recommends 
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Western Casualty & Surety and in the same breath speaks favorably of the 
fire-casualty list as a whole, saying they represent one of the few businesses 
which actually benefits from stable or lower prices which reduce the cost of 
settling claims.” 
oname | ona 

Incorporated Investors of Boston has commenced to tread in British insurance 
stock waters. During the quarter ended March 31, there was acquired 3,200 
shares of Legal & General Assurance, with a market value of $164,565 and 7,000 
shares of Prudential Assurance at $338,456. During the same period there were 
sold 5,800 shares of National Life & Accident, reducing the holdings to 44,200, 
and Travelers shares were reduced by 3,300 to a total of 26,600. 


E. F. Hutton & Co., devotes its Market & Business Survey for May to “A 
Comparative Evaluation of Fire-Casualty Stock Companies,” an eight page 
study, concluding that the market for shares of industry leaders ‘‘can be expect- 
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SPRINGFIELD-MONARCH insurance companies 


Springfield Fire and Marine Insurance Company 
Monarch Life Insurance Company 
New England Insurance Company 
Springfield Life Insurance Company, Inc. 
Executive Offices: Springfield, Massachusetts 
ALL MAJOR FORMS OF PERSONAL 


AND BUSINESS INSURANCE 


World-wide Insurance Through Our Foreign Department, 
A.F.I.A., 161 William Street, New York, New York 












“Wake Up Your Sales 
““~ with Anchor’s 


Motel Owner’s Policy! 


Step into America’s exploding insurance 
market—a dynamic field of growth which already 
boasts of 1,197,000 rental units with an annual 
sales volume of $2% billion. Sell owners the one 
packaged policy that has “everything”... at 

a substantial saving. Convenient installment 
payments—credit for existing coverage. Motel 
owners in your territory are waiting to be sold! 
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MULTIPLE LINE FACILITIES 
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ed ANCHOR 
Anchor Man for CASUALTY COMPANY 
Helpful Assistance St. Paul 14, Minnesota 


Queen City 
INSURANCE COMPANY 
St. Paul 14, Minnesota 
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ed to perform relatively as well and very likely better than the share: repre- 
senting many of the blue chip industrial organizations, where earnin; Power 
now may be subject to wider cyclical deviations than in recent years.” 


| 
The One William Street Fund in its report as of March 31 notes the sale of 
40,000 shares of Continental Ins. Co., reducing its holdings to 15,000 shares 
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NAIIA To Expand Educational Program 


(CONTINUED FROM PAGE 1) 
Insurance Information Service, and 
W. E. Sedgwick, San Francisco insur- 
ance defense attorney. 

“NAIIA brought to a disorganized 
personal service business a profession- 
al concept,” Benjamin Horton de- 
clared in his address as outgoing 
president. “It established standards of 
ability, experience and integrity and 
enforced those standards. Over the 
years we have made major contribu- 
tions to the problems of litigation and 
legislation as they affect our business.” 


Tells Of Recent Projects 


Some of the more recent projects of 
NAIIA that indicate its continuing 
value, Mr. Horton said, are the stand- 
ardized reporting system, the cost ac- 
counting study, and the “Adjusters 
Reference Guide.’ The last, he re- 
marked, is something entirely new for 
the insurance business. “Through the 
efforts of this association there has 
been produced what soon will become 
a complete reference library for the 
adjuster. He will have at his fingertips 
policy forms, interpretations and dis- 
cussions of procedures and methods. 
We are making this contribution not 
only to our members but to the insur- 
ance business generally, even including 
our competitors.” 

In recent years there has been a 
gradual upgrading of the relative posi- 
tion of the loss man. Mr. Horton ob- 
served that only a few years ago it was 
rare in the typical insurance company 
to find anyone of officer rank in the 
claim department. Today, it seems to 
be the rule rather than the exception 
for the loss manager to be a vice-pres- 
ident. This same recognition has gone 
down the line to the adjuster. “But 
with increased recognition has come 
increased realization that we _ loss 
people do not know as much as we 
should. The industry has awakened 
to the fact that the typical adjuster 
is self trained, if at all. It is safe to 
say that the insurance business has 
not been pleased by the implications of 
that discovery. From every side and 
from every section of the industry we 
find ever increasing demands for more 
effective training of adjusters.” 


Promotes Training Programs 


NAIIA has not been idle, Mr. Horton 
said. For years many members have 
had training programs in their offices. 
A question and answer service has 
been started; a training program for 
clerical employes is available; NAIIA 
has conducted successful clinics at 
Michigan State University and Uni- 
versity of Kansas. “While we have 
done much,” he added, “we still recog- 
nize the need for a far reaching edu- 
cational opportunity available to all 
adjusters.” 

“We know that we cannot offer to 
the industry any form of grandiose, 
expensive system of adjuster train- 
ing, nor do we believe that such is 
necessary,” said Mr. Horton. “We will 
continue to use our various offices as 
separate laboratories searching con- 
stantly for increased knowledge, 
greater skill, and better methods. 
What we have learned, and will con- 
tinue to develop, will be made avail- 
able to this industry.” 

All of the mechanics of the educa- 
tional program NAIIA is planning to 


make available are not worked out. 
But Mr. Horton offered a brief de. 
scription of some phases of it. 

“We intend to employ a professional 
consultant, who is now engaged as a 
university teacher of insurance. He 
will consult with our members and 
other interested parties to determine 
just what is needed. Material will be 
assembled from existing literature and 
new papers prepared as called for, 

“We have also made tentative ar. 
rangements with the National Un. 
derwriter Co. to publish this ma- 
terial. In addition we have a tentative 
agreement with the Insurance Insti- 
tute of America that they will col- 
laborate with us in determining stand- 
ards and administering examinations 
on a supervised, impartial basis. 

“A team of law professors with a 
solid background of both insurance 
knowledge and writing experience is 
already at work on a new text which 
will be the basis for one part of this 
program. It will be written not for 
lawyers, but for insurance people and 
will be pointed especially towards ad- 
justers. 

“I believe it is safe to say on the 
basis of the statements I have made 
that the National Underwriter Co, 
Insurance Institute of America and 
National Assn. of Independent Insur- 
ance Adjusters will cooperate to pro- 
duce for all members of the adjust- 
ing fraternity an educational program 
which will in time elevate the stand- 
ards of the entire insurance business.” 

Mr. Horton recalled when he be- 
came NAIIA president he made some 
remarks in which he commented on 
statements which had been made 
about independent adjusters. “My im- 
pression is that the adverse propa- 
ganda I described has subsided. I re- 
gret that it has not ceased. I will say 
again that our only desire is to com- 
pete with the people engaged in the 
other methods of claim handling on 
our merits as adjusters.” 

The W. K. Stringer Co. agency at 
Atlanta has moved to new and larger 
quarters at 1393 Peachtree Street, N.E,, 
Atlanta. The agency also is a corre- 
spondent of London Lloyd’s. 
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Nuclear Insurer 
Groups’ Statement 


(CONTINUED FROM PAGE 12) 
Commission on the grounds that ade- 
quate nuclear energy liability protec- 
tion was lacking. In response to an 
Icc request, NELIA and Mutual 
Atomic Energy Liability Underwriters 
representatives attended a conference 
in Washington, D.C., to explain to in- 
dustry representatives the scope of the 
insurance available. As a result, the 
embargoes were lifted and, to date, 48 
truckmen have purchased supplier’s 
and transporter’s coverage from 
NELIA. 

One AEC proposal, later withdrawn, 
was submitted in recognition of the 
fact that NELIA and MAELU are un- 
able automatically to reinstate a de- 
pleted or exhausted aggregate limit of 
liability. The legislation originally 
contemplated would have permitted 
the required level of financial protec- 
tion to be reduced, subject to a $1 mil- 
lion minimum, for a reasonable period 
of time so that the licensee would 
have an opportunity to reinstate his 
depleted financial protection. Appar- 
enty, the AEC now agrees with the 
position of nuclear industry that such 
legislation is necessary. Since NELIA 
was not directly affected, he said .it 
did not formally comment on this 
amendment. However, it has_ indi- 
cated to AEC on previous occasions 
that the Price-Anderson Act presently 
permits AEC to draft its indemnity 
agreements to pick up areas left un- 
protected when financial protection is 
depleted by a prior incident. 

Bar To Private Cover 

Representatives of NELIA and 
MAELU appeared before AEC and the 
congressional joint committee on 
atomic energy to urge reconsideration 
of contemplated and existing admin- 
istrative policies of AEC concerning 
its licensee and contractor programs. 
These representatives pointed out 
that, in the licensee program, the pro- 
posed formula fixing the amounts of 
financial protection would effectively 
bar private insurance from a substan- 
tial market. In the contractor pro- 
gram, private insurers have been al- 
most completely excluded from the 
market, even in areas where the in- 
demnified operations are virtually 
identical to those conducted under the 
licensee program. NELIA and MAELU 
hope that the government will with- 
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draw indemnity from areas where in- 
surers are ready and able to perform. 

Members of NELIA participating in 
the foreign program have been pre- 
pared to consider requests for (1) sur- 
plus line capacity from Nuclear Insur- 
ance Assn. of Canada, (2) reinsur- 
ance from those foreign associations 
whose members have made reinsur- 
ance capacity available to NELIA and 
(3) direct nuclear liability insurance 
protection for American industries op- 
erating abroad. 

To date, there has been no formal 
request by NIAC for surplus line ca- 
pacity. Other foreign associations have 
made requests for reinsurance capac- 
ity but no formal commitments have 
been made. Before such requests will 
be granted the NELIA governing com- 
mittee must be satisfied with the 
scope of coverage, the character of the 
organization and the amount of do- 
mestic participations of the association 
requesting reinsurance. Much depends 
upon final action taken with respect 
to Organization for European Economic 
Cooperation, International Atomic En- 
ergy Agency and Euratom treaties 
now being considered and the subse- 
quent development of an insurance 
program consistent with these treaties. 


U. S. Industry Abroad 


Requests have been received for di- 
rect nuclear energy liability insurance 
protection for American industries op- 
erating abroad. Except with respect to 
extraterritorial exposures involving 
waste disposal at sea and the trans- 
portation between continental U. S. 
and physically separated states and 
territories, NELIA’s governing com- 
mittee has withheld authorization to 
bind coverage in this area pending 
clarification of a nuclear energy lia- 
bility policy now in the course of prep- 
aration and further progress with re- 
spect to the proposed conventions now 
being considered abroad. 

Although several incidents were re- 
ported during the past year, no claims 
have been made against members of 
NELIA under any contracts issued to 
date. Negotiations are continuing with 
AEC on servicing of claims by NELIA 
members in the area of government 
indemnity. 

NELIA offers a liability policy (fa- 
cility form) with an aggregate limit 
of liability as high as $46,500,000 for 
any one risk. An aggregate limit of 
$46,500,000 now is available under the 
supplier’s and _ transporter’s policy. 
With MAELU’s $13.5 miilion for any 
one risk, the total combined domestic 
capacity remains at $60 million. 

A substantially smaller amount of 
capacity is available for risks located 
in Puerto Rico or the Canal Zone. 
Risks disposing of waste at sea or 
transporting nuclear material outside 
the territorial limits of the U. S. are 
insurable under the NELIA foreign 
syndicate. 


E. R. Lindholm Retires 


Edward R. Lindholm will retire May 
31 after 52% years in insurance. He 
started with Fire Underwriters In- 
spection Bureau at Minneapolis. For 
the last 20 years Mr. Lindholm has 
been with the Strauss Zahn Co., in- 
surance counsellors and public adjust- 
ers of Milwaukee. 


Add WC Line In IIl. 

Interstate Fire & Casualty of Chi- 
cago has begun writing workmen’s 
compensation in Illinois in addition 
to its other lines. The company will 
handle unusual risks, including those 
requiring special filings. 


Stuyvesant Offers 
Premium Finance Plan 


A premium finance plan has been 
made available by Stuyvesant. De- 
veloped with the cooperation of Agents 
Consumer Discount Co., Allentown, it 
applies to all lines including auto lia- 
bility, physical damage, fire and mis- 
cellaneous casualty. 

General agents will deal directly 
with Agents Consumer Discount while 
local agents will mail the contract to 
the general agent, who will forward it 


vv 


to the premium financing company. 
These contracts will be processed im- 
mediately and a check for the balance 
financed will be mailed to the general 
agent. The insured will mail his pay- 
ments direct to ACDC. 

Operating kits containing prepara- 
tion procedures and payment sched- 
ules will be forwarded to all general 
agents for distribution to agents. 

Foremost of Grand Rapids has been 
licensed in New York and now oper- 
ates in 46 states. 
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SELL 9 
SECURANCE! — 


—it’s one of the biggest, one of the most 
original ideas to hit the insurance business 

in the last 50 years! No wonder management 
expects that SECURANCE will be that 

perfect “something extra” to help put across 
Nationwide’s dynamic expansion program. There's 
room for you on the SECURANCE bandwagon. 
Look into a sales career with Nationwide. 
Remember, only Nationwide puts SECURANCE 

in your sales portfolio—129 different kinds of 
insurance, plus financing assistance for home 
and car purchases...and the opportunity 

to sell a mutual fund investment program. 

Join the confident sales staff of America’s most 
progressive insurance organization. Write: 
DEAN W. JEFFERS, VICE PRESIDENT-SALES, 
NATIONWIDE, COLUMBUS 16, OHIO 
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